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*%  %* Asa complement to a lovely evening gown, Tweedie presents an irresist 


ible slipper—one that scintillates with beauty from the tip of the toe to the very contour of 
the heel. Fashion-wise, value-versed women of your clientele will mark this shoe an achieve- 
ment in designing and you will check it as a profit-maker. Tweedies retail profitably season 
after season at $5.00 and $6.00. Tweedie Footwear Corporation, Jefferson City, Missouri. 
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TANDARD TRADE AND SE. 
CURITIES of New York re- 
port shoe companies consistently 
earn fair amount on invested capi- 
tal. In contrast to the experience 
of many divisions in the consumers’ 
goods industries (such as leather, 
textiles and apparel), the shoe trade 
consistently has been able to earn a 
fair amount on its invested capital. 
As shown in the following tabula- 
tion, aggregate profits of six lead- 
ing shoe companies never fell 
below 5.5 per cent of the total in- 
vested capital, even during. the pit 
of the depression, while the average 
figure for the past four years of 
subnormal business conditions 
ranged better than 8 per cent. 











“One of the most important fac- 
tors accounting for this relative 
stability of earning power is the 








ability of shoe companies to exer- 
cise close control over operating 
costs. 

“Because of the comparatively 
small capital needs required for in- 
vestment in fixed assets, nearly all 
shoe companies are conservatively 
capitalized. 

“Consistent progress also has 
been made in cutting the preferred 
stock issues outstanding in this 
group. Within the past seven 
years, Endicott Johnson has retired 
almost half of its senior issue, 
while Brown Shoe has reduced its 
preferred stock account by 26 per 
cent. 

“During the past 12 months, 
moreover, two of the largest com- 
panies — International Shoe and 
Florsheim Shoe—called their entire 
outstanding preferred issues for re- 
demption, leaving common stock as 
the sole capital liability. Preferred 
stocks of the other leading concerns 
now are selling at or near their call 
price in reflection of their secure 
status and the prospect that further 
progress will be made in gradually 
retiring them.” 


* * * 


ARRY A. GIBSON of the Wm. 

Hengerer Company, Buffalo, 
N. Y., chairman of the Speakers 
Program Committee of the New 
York State Shoe Retailers Conven- 
tion, sends a nation-wide invitation 
to all merchants to “shuffle off to 
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trade 


Buffalo” Sept. 9, 10, 11. The first 
of the Fall conventions eying the 
way to getting the best out of the 
rest of the year at retail. 


a ae 


mam [\ 


A New York City delegation has 
already set its plan to arrange for 
a special car and to pick up mer- 
chants en route. 

The Buffalo merchants say that 
“as Buffalo goes, so goes the na- 
tion,” and it behooves every mer- 
chant within a 500 mile radius to 
join in the business conferences. 


* * * 


N the foot! That’s the place 

to sell cocktail sandals, ac- 
cording to J. H. Wolack, assistant 
buyer for the women’s shoe depart- 
ment at the Denver May Co. 




















When getting the asked for shoe, 
the May Co. salesmen always pick 
out an attractive sandal in the cus- 
tomer’s size and take it along. 
After fitting the requested number, 
they put on the sandal, without 
saying anything to the customer 


















about it. In one day recently, five 
extra sales were made in this way. 

“Ask a customer if she’d be in- 
terested in seeing cocktail sandals 
and she'll almost invariably say ‘no,’ 
but put one on her foot and she’ll 
sit up and take notice,” explains 
Wolack. “The sales made in this 
way mean real profit for they don’t 
cost anything to make.” 











HE Enna Jettick Retailer, Vol. 
1, No. 1, is one of the smartest 
factory fashion-papers exclusive 
that we have seen. Twenty-eight 
pages of Enna Jettick promotion, 
and the best page of the lot is the 
inside front cover, portraying four 
generations in shoes and saying: 
“Charles A. McCarthy, the young- 
est mah in the group (now in his 
82nd year) has sold shoes to many 
of you, before the rest of us even 
wore them. His one outstanding 
principle has always been HON- 
ESTY FIRST, and we others pledge 
ourselves to the best of our ability 
to continue to build on the same 
firm foundation. 
Signed: 
F. L. Emerson 
William McElwain Emerson 
Little Billy (his mark) X” 
The greatgrandson is in the arms 
of his illustrious forebear. The 
four men make a picture worthy of 
placement in every Enna Jettick 
store in the nation. 
Congratulations. 
* * * 
fn merchant holds the key to 
distribution. Stability of profit 
in your business and continuity of 
production lie primarily in Your 
capacity to develop “good will” 
in the strict definition of this 
word—that is—the capacity of 
your business both to distribute 
its products and to advance its cus- 
tomers’ ability to use its products. 
For that reason, anyone in business 
today must think of his product in 
terms of customer’s use. The con- 
sumption capacity of the retail 
stores of this country must be de- 
termined and valued first. Produc- 


tion capacity comes second. Pro- 
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THE ROYAL 
WAY 








—One of the greatest salesmen of the 
present day is the Prince of Wales. 


—He has traveled all over the globe as 
sales representative of the British Empire. 

—He knows the value of advertising as 
few other men know it. 

—Wales says: 

“Experience has taught me that just 
as unmined gold is valueless, so are 
articles and manufactured goods hidden 
away in warehouses and factories use- 
less until they are made known and 
made desirable by the art of advertis- 
ing. 

"While | hesitate to assume the role 
of economist, may | say a word about 
financing sales? 

"We all like to feel a sense of security, 
which comes from investment in some- 
thing visible, like buildings and ma- 
chinery, but what value to us would 
those assets be if the wheels of the 
machines were not running and there 
were no output because there was no 
demand? It seems to me, who am not 
in business, that it is uneconomic to 
build factories and buy machinery and 
raw materials unless adequate financial 
provision is also made to meet the cost 
of advertising the goods produced." 

—Even today there are those who do not 
believe that advertising pays. 

—Yet advertising has done more to raise 
the standard of living of 120,000,000 
Americans than any other one force. 


President. 





duction can advance only as con- 
sumption advances. 

There you have in a paragraph 
a statement of the case of the 
present position of the shoe indus- 
try, emphasizing the importance of 
distribution. 
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ETAIL sales in the United States 

last year totaled $25,701,000,- 
000, a decline of 48 per cent from 
the 1929 total of $49,115,000,000. 
In the same period, the number of 
establishments dropped from J],- 
543,000 to 1,520,000, the number 
of employees from 4,510,000 to 








1934 





3,422,000, the payroll from $5,190,- 
000,000 to $2,922,000,000. But 
the number of active proprietors 
increased from 1,511,000 to 1,573,- 
000. 


* * * 


HOE men who have managed to 

struggle along for the allotted 
three score and ten, and of these 
are a number who have seen some 
amazing changes, for when they 
were boys there were in this country 
more than 23,000 men or firms who 
were listed as makers of shoes by 
the United States census, and then 
employed about 80,000 and got out 
about 8,000,000 pairs annually. 
Many of these were custom shoe- 
makers who worked by hand. 

The factories making shoes for the 
wholesale trade numbered 3151, 
and they used 901 pegging ma- 
chines and 12,934 sewing machines 
of aH kinds, these machines being 
driven either by steam engines or 
water wheels. 

Now the number of active shoe 
firms is getting down towards 1000, 
and the custom shoemakers work- 
ing by hand are few and far be- 
tween, a multitude of persons never 
having seen one of the type. 

* * * 


F W. McCAIN, Style Director 
- for Boyd-Welsh, Inc., says: 

“Speaking of Fall style merchan- 
disc in women’s shoes, we have sold 
50 per cent suedes, 35 per cent kid, 
and 15 per cent in fabrics. This 
100 per cent represents about 90 
per cent of our total sales. We feel 
that retail selling over the country 
began Aug. 15, opening on suedes 
and fabrics, and these will be good 
throughout September. 




















“Anything decorative about the 
instep appears to be in style, and 
I have developed some interesting 
treatments, including unusual strap 
effects. Kid straps in elaborate 


designs are applied to contrasting 
material. A dark green suede shoe 
with leather heel which gives a con- 
trasting brown tone is representa- 
tive of the variety of types in 
suede.” 
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gare: M. BROADHURST, pres- 
ident of the Denver Shoe Re- 
tailers Association: “A glance 
back at the business trends of the 
past year provides an interesting 
slant on the question of whether or 
not shoe business will be on the 
up-trend this Fall. It doesn’t re- 
quire even an amateur economist to 
calculate that it will. 

“In June of last year, the NRA 
campaign’s start increased business 
for two reasons. First, people ex- 
pected that prices would be in- 
creased and hence started to buy. 
Second, everybody had hopes that 
it might prove a real cure-all. This 
enthusiasm continued through July, 
but when the expected results didn’t 
materialize, trade declined. Sales 
were down until almost Christmas. 
Now, this is altered. We know 
where we stand. We have no false 
hopes. But, we do have a back- 
ground of several months’ improve- 
ment and some general increase in 
buying power.” 


* * * 


. ayer remarks by Ray Hopp- 


mann. 


Tis well to remember— 
As sure as you’re born— 
You can’t climb a shoe tree 
Or blow a shoe horn. 


How to make millions out of 
a shoe store—Always look at 
women’s feet through a magnifying 
glass which implies that they are 
too small to be seen with the naked 
eye. 

The girl who doesn’t go high hat 
at least goes high heel. 

Lesson No. 1 in the correspond- 
ence course for would-be shoe 
clerks advises them to start in 
shooing flies. 

Will somebody please invent a 
pair of shoe laces with tiny electric 
light bulbs on the tips to enable a 
man to lace his shoes in the dark? 

And how about a_two-headed 
shoe peg? Two heads are better 
than one. 

Some men are so lazy that they 
won’t ache when they have a pain. 

A pessimist is a man who thinks 
the Golden Rule is only plated. 

Yes, and the quickest way to go 
down hill is to accept the business 
methods of yesterday as good 
enough for today. 


Sweet but dumb young thing in 
passing my windows and seeing 
therein the sign, “Alligator shoes,” 
said, “Gosh, didn’t know the awful 
looking things wore them.” 

This country has become so 
cellophane conscious that _ first 
thing you know they’ll be making 
shoes out of it. 

Then rows of corn will meet the 
eye. 

Guess I’d better quit before some- 
body takes his shoes off and gives 
me a tongue lashing. 





INLEY TYNES, Mgr. Adv. & 
Sales Promotion of Vulcan Cor- 
poration, says: 

“Retailers today need additional 
talking points for the shoes they 
try to sell. Learning something 
about lasts will give them addi- 
tional talking points and will help 
them sell more intelligently. Prog- 
ress in this direction is certainly 
being made, I think, partially as 
the result of our advertising, and 
partially N.S.R.A.’s help in spread- 
ing the gospel. 

“Here’s an example of the ground 
that has been gained. At the first 
general N.S.R.A. style conference I 
attended three years ago, the sub- 
ject of lasts and heels was disposed 
of after lasts were listed as “Present 
Types.” At the last conference I 


attended, lasts and heels were 
rightly treated as a subject of 
major importance, discussions con- 
cerning them lasting more than an 


hour.” 
4 


AYMOND G. TWYEFFORT, 

chairman of the Merchant Tai- 
lors of the United States and Can- 
ada, says: 

“Black was the raiment of that 
old long-nosed fiend, Prohibition, 
as he was caricatured carrying his 
dingy umbrella in every newspaper 
in the country. He’s now dead. 

“The New Deal is clothes in 
kaleidoscopic color schemes. The 
changing sociological order does 
not merely restore a man’s purchas- 
ing powers and provide him with 
greater leisure, but the New Deal. 
as it should be supported by this 
Association, must teach him how to 
enjoy life. And our most impor- 
tant issue is to prevail upon him 
to discard his dismal attire of by- 
gone days and dress him for the 
New Deal. 

“This is not merely the problem 
of a tailor. The history of the 
human race shows the intimate re- 
lationship between a man’s costume 
and the times in which he lives; 
psychological records illustrate the 
connection of color and style (as it 
applies to wearing apparel) with 
the state of men’s minds.” 
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"It's a Prospect. She said she'd think it over and let me know tomorrow" 





























F IRST of the cities to report on the Aug. 15 National 
Fall Opening Shoe date is Pittsburgh. A close second 
is Detroit. For the Detroit Shoe Retailers’ Associa- 
tion proclaimed Aug. 15 as National Fall Shoe Open- 
ing Date, held a special meeting Wednesday, Aug. 8, 
passed a resolution to cooperate through the NSRA, 
and every merchant left the meeting to plan his ad- 
vertising and display for Fall Shoes accordingly. 

The City of New York was aroused to action by 
telephone when John J. Holden, president of the Na- 
tional Shoe Retailers’ Association, called the majority 
of stores in the downtown district and received pledges 


A page from BOOT AND 
SHOE RECORDER, June 
30, announcing the Open- 
ing of Fall Shoe Selling, 
August 15. 










Fall Presents-- 


NEW... 


Shoes 


for Men ra 









. First Fall Showing _ 
Wednesday, Aug. | 5th S 





| Ree out sep the men! New shoes to match 

new wardrobes heve merched right owt into the foreground , 

and ore claiming attention of every man who cleims to be 

well-dressed. Shoes that heve 2 distinction all their own— 

wy pically 1934 ia beating. : of 
F ea 









Nete the wider use of Norwegise lesther— that heavier, more 
durable new leather that calls [or saddle soap (mm the Englieh 
imanaer, wo less!) instead of polish! Heed the ramks of romp 
greined leathers that metch wp with Fall tweeds and rougher 
weolens! And of course there are conservative styles for the 
conservative man ss woudl... even they showing the touch 
of the seasonal smartnew' In men's shoe shops and depert- 
meots all ever town. 
BUY IN AUGUST 


The Pittshargh 
Sun.Tele’ 
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to fall in line with the parade of progress. In New 
York City even the weather cooperated, and for six 
days previous to Aug. 15 a touch of colder weather 
helped to put the public in mood for anticipating their 
Fall shoe requirements. 

Reports are. still coming in from all parts of the 
country indicating that the pioneer effort of dating a 





An Early Start For FALL SHOE 
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SELLING 


A series of ads de- 
veloped by Sidney 


scaph 














Frenkel for the Pitts- ecient J 
burgh Sun-Telegraph to - 
create interest among ee 


shoe buyers for August 
15 Opening. 


«ing 













: Tomorrow, August 15th 
= ™ ase /s Officially Recognized 
@s the Fait Shoe Opening! 


tt maths the ten 

pinning of the show 
new models destined to rip ng of 
And expeciaiiy weeks to come. Shor da py oer 
the clothes wt tud- 


that are ty 
this Fall, 1934, ae an? 
the sort of detaits sh 

any shoes but ib 

the mest exe 





as STATION WCAE daily broad- 


casts the fact that the Pitts- 
burgh shoe merchants had in- 
augurated Wednesday, 
August 15, as their Fall Shoe 

Opening. 


season and to get the benefit of early selling was 
indeed a national success. 

Perhaps we have more thoroughly established a 
starting date for the Fall season. 

The shoe store was somewhat belated in getting into 
the August parade, for it’s now 20 years since the 
enterprising pioneer, John Wanamaker, first set his 
spurs in lagging dog days during that August sale 
number one. 

It started as a Furniture Promotion, and today we 
have nearly every city in the country selling August 
furs, August diamonds, August apparel, and August 
everything. So logical is the idea of collectively going 
after the early Fall Dollar that the obvious success of 
a National Fall Opening Shoe Date, Aug. 15, needs 
no further amplification. 


Business takes on a fresh impetus in August. 
People are moving, marrying, changing jobs. The 


1934 
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The AUGUST 15 


Campaign Sweeps the 
Country and Length- 
ens the Season. 


Fall Shoe Date itself—August 15 
—opened cool and chilly in many 
Eastern cities. The effort to pro- 
long the Fall season by taking a 
profitable slice out of the end of 
Summer has justified the plans and 
promotion of all associations co- 
operating with the Boot and Shoe 
Recorder. 


Prunella Wood, well-known fashion 
authority, wrote this feature article 
which appeared in the Pittsburgh 
Sun-Telegraph on Tuesday, August 
14. Presenting a comprehensive 
picture of the new Fall shoes. 


indoor season is at hand. August is the threshold 
of every Autumnal activity. Certainly no shoe man 
could afford to stand aloof while competitors for 
the public dollar in every other line were cash- 
ing in. 

If the August Shoe Promotion has been prepared 
well, with attractive assortments, and with the right 
sort of window, store and newspaper advertising, it 
serves as an important method of starting a season 
collectively. Throughout the country back to school 
promotions are started on or about Aug. 15, and early 
Labor Day and the traditional opening of many schools 
on the Wednesday following indicate also the necessity 
for a business push in August. There still remain a 
few days to click the cash register with August shoe 
selling. Go to it! 

To give you an idea as to how Pittsburgh did it, we 
are publishing the report by Sidney Frenkel, manager 
of local advertising of the Pittsburgh Sun-Telegraph: 

“As you know, it is the custom of the Pittsburgh 
Sun-Telegraph to cooperate with the local Shoe Re- 
tailers’ Association in every possible way. 

“The latest form that this cooperation has taken is 
our hearty support of the effort on the part of the 
National Shoe Retailers’ Association to sponsor Aug. 
15 as the official Fall opening day. 

“The Sun-Telegraph is doing four things that we 
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feel sure will help put the idea over in Pittsburgh: 

“1, We are running a 4 x 15-in. promotion on 
women’s shoes on Aug. 14, proof of this promotion is 
enclosed. The shoes featured in this advertisement are 
actual sketches of shoes from various Pittsburgh stores. 

“2. We are, on Aug. 14, also running a 3-col. by 
10-in. promotion on men’s shoes. We are enclosing 
a proof of this advertisement. 

“3. Our editorial fashion, which appears every day 
in our paper and is the product of ‘Prunella Wood,’ a 
well-known fashion authority, will on Tuesday, Aug. 
14, be devoted to new Fall shoes. A proof of this is 
also enclosed. 

“4. The Sun-Telegraph owns Station WCAE, the 
most powerful radio station in Pittsburgh and a unit of 
the red network of the National Broadcasting Co. Twice 
every day our ‘Globe Trotter’ is featured on this sta- 
tion. I have arranged for him to feature in his broad- 
casts on Tuesday, Aug. 14, the fact that the Pittsburgh 
Shoe Merchants inaugurate the following day (Wednes- 
day) as their Fall shoe opening and are prepared to 
greet the customer with all the latest in the way of 
everything that is new in footwear for Fall, 1934. 

“The program, as I have outlined it, is thorough, 
and one that cannot fail to have a very beneficial 
effect upon the efforts of the shoe retailers.” 











Last week Round | in the Battle of the Care 
of the Feet was presented. This week comes 
Round 2. 

The Great Debate now develops into a battle 
royal. Every retail shoe merchant in the United 
States—and the wide, wide world for that matter 
—can jump into the fray. 

We would like to see a few good socks in the 
jaw delivered by practical shoe merchants, who 
find in their experience loop holes in the argu- 
ments of the Doctor, the Retailer and the Manu- 
facturer. 

For obvious reasons names of the real partici- 
pants in the original debate were eliminated. It 
is not the intention to have further debate without 
names, unless the merchants particularly desire 
their names be omitted. 


ROUND 2 


Doctor: “Mr. Manufacturer, I do not like to use 
technical language but nature has constructed the foot 
and in so doing has given us practical protection from 
minor injury or casual distortion. For on the dorsum 
surface of the foot, the top from astralgulus to the 


THE DOCTOR 





heads of your metatarsal bones, we have five short 
ligaments and the dorsal pedic artery. These are so 
situated that they can be seen and easily felt with a 
thin stocking on so that practically very little injury 
is obtained ftom a shoe. We only receive injury to 









BOOT AND SHOE RECORDER, August 25, 1934 


The Battle of 


this part of the foot from something violently striking 
that part. 

“All of the functional elements of the foot are on 
the plantar surface which nature has protected by a 
thick layer of tissue called the plantar fascia. You 
will notice that the injury to the dorsal surface of the 
foot is simply checking the veinous supply to the toes. 
Nature has not forgotten these points; thus I answer 
‘Mr. Retailer when he speaks of fitting snugly the 
sensitive instep. Thiis so-called sensitive instep is 
really due to conditions on the plantar surface of the 
foot. This is very noticeable in dancing. It has been 
known time and time again, and I daresay there is 
hardly a woman who, at some time or another, while 
dancing, has not had the experience that her partner 
forgot to dance on the floor and danced on her instep. 
That is discomfort from violence—not from the shoe.” 

Retailer: “In the last year I have noticed this more 
than ever before. There is a little protrusion on the 
top of the instep, which in most cases has a little corn 
on top of it, and requires a shoe fitted so as to give 
very little pressure on this point.” 

Doctor: “Mr. Retailer, the cause of this is laid back 
originally to the fitting of the shoe and the manufac- 
turing of the shoe. This injury is to the tendon that 
comes over the tubicle of the scaphoid bone. This 
tendon is one of the five that leads to the heads of the 
metatarsal bones. This tendon is known as the short 
dorsal extensor tendon. It is less flexible than its 
brother because it leads to the great toe. The great 
toe is not a flexor member, but acts as a lever only. 
If the great toe is not in proper alignment, that is, a 
straight line on the inside as nature intended it should 
be, but rather has been thrown out of alignment by 
being everted by a pointed or semi-pointed toe shoe 
as, in the case of the woman’s foot, then this tendon, 
instead of functioning on a straight line, functions on 
a bent line. Therefore, it throws the bone alignment, 
not alone of the great toe, but the first metatarsal 
bone and the head of the scaphoid bone, which causes 
a contraction of this tendon. The contraction causes 
lack of. motion and the belly or bulge of this tendon, 
due to lack of motion, becomes atrophied and is sensi- 
tive to pressure. This, plus the error of the manufac- 
turer, who insists on putting the eyelets of his shoes 
at this particular point, adds additional pressure when 
the shoe is laced snugly. To prove this, simply grasp 
the toes, the big toe, bend it down and that tendon 
lies flat on the metatarsal bone where it belongs.” 

Manufacturer: “When the Doctor says that the man- 
ufacturer is to blame for this “corn” of which the re- 
tailer speaks, I am again forced to disagree as to the 
responsible party. It is a self-evident orthopedic fact 
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(CARE OF THE FEET IN GREEK) 


THE RETAILER 


that the scaphoid bone is the keystone of the longi- 
tudinal arch. When people persist in bad habits of 
posture and carriage, thus throwing the entire weight 
on the astragulus bone, a sagging of the arch naturally 
ensues. Pronation is a serious result. With the drop- 
ping away of the astragulus from its natural alignment, 
it, therefore, leaves the scaphoid bone in what appears 
to be a projected upward position, so as to stand out 
prominently. 

“In reality, the astragulus bone has fallen away. 
Hence, the pressure produced by the tight lacing of 
the shoe induces this irritation. Where an individual 
is so afflicted, if he will correct his habit of walking 
and standing by inverting rather than everting, the 
inflammation would disappear and the arch automatic- 
ally restore itself. After all, I believe this trouble is 
related to the longitudinal arch. I do agree with the 
doctor concerning the importance of standard line 
shoes as being both preventative and corrective, which 
I believe can be constructed in such a manner as to 
be in vogue with prevailing styles. 

“As I previously stated, this was a job for the cus- 
tom shoemaker. I shall now modify that statement 


by saying that it depends upon the degree of promi- 
nence of the scaphoid projection. In the milder 
cases, the clerk can readily stick a felt pad to the 
tongue of the shoe. In the event that the shoe has an 
invisible eyelet, the eyelet directly over the top of 
this bone should be removed. It is my belief that all 
shoes, particularly oxfords, should carry wider tongues 
than we habitually use, so as to give the retailer a 
break in such emergencies.” 

Doctor: “Mr. Manufacturer, again I disagree with 
you. The injury to this dorsal tendon and the so- 
called corn at the tubicle of the scaphoid bone is just 
as common elsewhere along this tendon. It isn’t at 
one specific spot—it is all along this tendon from the 
first phalanx right up to its point of origin which is 
the head of the scaphoid bone. All along this tendon, 
where there is undue pressure, these seed-like corns 
appear.” 

Manufacturer: “I assumed, from the retailer’s query, 
that the most vulnerable spot was on top of the scaph- 
oid bone.” 

Doctor: “It undoubtedly is, because other factors 
would make it so.” 

Manufacturer: “Doctor, you have already agreed 
that the difficulty is induced by a disalignment of 
bones? Your next joint to the first metaphalangial 
joint is that of the metatarsal-scaphoid joint and back 
of that the astragulus. What if the astragulus has 
dropped away from the scaphoid?” 

[TURN TO PAGE 36, PLEASE] 


THE MANUFACTURER 








Quality is INDIVIDUALITY PLUS 


SO much goes into the making of really 
high-grade footwear that requires skill and 
time and care that they become almost a 
living thing. 


Each well designed shoe over a well 
designed last has a purpose—the comfort- 
able fitting of the foot from the be- 
ginning, the maintenance of its shape and 
constantly long and satisfactory wear. 


The way this type last will fit your foot 
gives it an individuality. A man's shoes 
are really part of his own personality. 
Therefore, this type of shoe can be in- 
dividualized. 


We no longer talk of our line of high 
grade shoes as a line, but as individuals 
calling each line by its name. Each shoe 
has a separate appearance and a separate 
purpose and should be sold not as a foot 
covering, but really as an individual thing 
possessing art, skill and craftsmanship. 


“CAN you tell me, Mr. Lanchantin, what I can do 
to make more money selling my top grade of men’s 
shoes?” As you know we have sold good shoes for 
years, but even with the pickup in business in the 
better grades, we are not getting the results which we 
think may be had. Frankly, I am not looking for 
some sympathetic shoulder to cry on. I am looking 
for some real advice.” Says Mr. X from Springfield. 

That was the problem put to Charles E. Lanchantin, 
who guides the destinies of Hanan, Fifth Avenue store, 
at the corner of Forty-third Street, New York City. 

Many out-of-town retail shoe men drop in to talk 
things over with Mr. Lanchantin. 

“Before I answer your question,” said Mr. Lan- 
chantin, “tell me, what does your stock look like? 
Are you trying to cover more ground than the busi- 
ness warrants? Are you trying to sell the high grade 
business man, the conservative banker or the sporting 
trade?” 

The reason for asking these questions is plain. If 
you have spread your stock too thin, you will have in 
your store the precise shoe a man wants when he wants 
it. A customer buying quality shoes does not look 
for a tremendous great array of styles and patterns. 
He does expect a few sizes in his fitting, in staples at 
least. 
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Get a RESPECT 


A thin stock always means too many shoes, with too 
many end sizes and few in the sure-selling center sizes. 

Now let’s analyze your stock. You are doing a bus- 
iness of some $50,000 on your top grades of men’s 
shoes, yet your turnover is so small that your stock is 
practically stagnant. You have plenty of shoes that 
have been on your shelves for a year or more, but few 
that may be considered as fresh stock. 

It is possible to get a sure two and a half times stock 
turn, provided you pull your stock down to within 
reason. You sell 5000 pairs of your top grade men’s 
shoes in the course of the year. That means that you 
should not have more than 2000 pairs of shoes as an 
average stock. Nearly all stores selling quality men’s 
shoes find that at least 75 per cent of their sales are 
on staple shoes, thus leaving only one-quarter of their 
business on the seasonable goods. Knowing this 
simplifies the problem a great deal. 
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for QUALITY in 


Still going on the assumption that your stock will 
consist of 2000 pairs of shoes, here is how I suggest 
that you plan it. You will find that you can do busi- 
ness and make money on 25 lines of shoes. Thirteen 
of those lines will be year-round staples of about 48 
to 60 pairs each. These will be factory in-stock shoes. 
That makes for a good stock turn. 


The primary last to consider is a very free fitting 
medium toe circular seam oxford. Buy this four ways, 
a black kid, a brown kid, a black calf and a brown 
calf. Unless we miss our guess, you will get a three 
times stock turn on the black kid, one turnover on 
the brown kid, six times on the black calf and three 
times on the brown calf. You will make money on 
this line, for it is always salable, with never any mark- 
downs. 

With the type of trade to which you are selling, 


Tell the QUALITY Public 
THERE is something intangible in quality. 


There is something in quality which is 
difficult to explain. 


In a pair of shoes, of course, you see 
some of the quality, but the intangible 
thing is the feel you get when you put 
them on your feet—the feel you get from 
day to day as you wear a superior product. 


This intangible thing gives the wearer 
greater confidence as he approaches 
problems where his appearance may mean 
some helpful thing to him. 


Top Left—Medium Weight 
Shoe—rounded toe with re- 
fined Custom Lines. 


Top Right—Medium Weight 
Oxford with low heel and 


medium broad toe. 


Bottom Left—Oxford with re- 
fined custom lines—rounded 
toe. 


Bottom Right — Low 
Model. 


SHOES .. 


this shoe is sure fire, so much so that it will pay you 
to duplicate the same four shoes in a blucher pattern. 

Now a black calf and a brown calf, straight lace 
oxford on a smart Custom last, the same on a fairly 
full last, and a black kid blucher boot and the staple 
stock will be quite complete. Most of these shoes are 
carried in 48-pair lots, with freqquent re-orders. 

In the next group are nine shoes. The first seven 
are all on the medium custom last. First is a black 
and a brown calf lace oxford built with a very light- 

[TURN TO PAGE 38, PLEASE] 


Instep 


Charles E. Lanchantin of Hanan's, 
5th Avenue, tells a visiting shoe mer- 


chant something you too should know. 
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The 

Evening Slipper 
Stages 

A Comeback 


All the Signs Point to a 
Record Season in Formal 
Footwear. 


By RUTH 
HARRINGTON 


This white satin dress has a 

classic line with a suggestion 

of the Egyptian in the sash 

and the scarab detail in its 
jewel trimming. 


MAKERS of shoes and buyers of shoes agree on one point in this Fall 
of 1934. Evening slippers are going to sell. They are going to sell in 
high grades and low-priced grades. Manufacturers’ lines look fresh and 
different. Retailers’ orders—even as early as this—show decided signs 
of life. The costume picture is favorable. Not in many years has the 
market offered so many evening dresses and such important evening 
dresses. Hemlines are often accented—either by detail around the feet 
or by slits that reveal the ankles, the shoes and the stockings. In this 
second Post Prohibition season women will want and women will wear 
new and exciting evening slippers. 


Last year at this time the makers of fine evening shoes were frankly worried about the 
competition of the lower-priced manufacturers. So many firms, with the advent of the open- 
toe and the stimulation of formal footwear that followed Repeal, went in hot and heavy for 
strap sandals and more strap sandals at market-breaking prices. This year the upper-end 
manufacturers have met the challenge with intricately designed, beautifully detailed shoes. 
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These two shoes represent the most striking new pattern 

developments—the anklet and the instep strap. With slit 

skirts, ankles will be visible again. The center of interest 

shifts to these two new focal points. Both these slippers 

are developed in metal-shot brocade—the most significant 
evening material. 





Models 


The master evening slipper is still a sandal—but with a difference. In 
the better grades—the effect of lightness and grace is achieved not by a 
multiplicity of cut-outs but by complexity of applied design. Even though 
the fore-part of a shoe is often kept open and airy—quarters are being closed 
up—and the difference between the so-called “hostess” slipper and the real 
evening slipper is now very apparent. 

The most important new note in models is the anklet sandal. We have 
seen plenty of toes in the last few seasons. Now for a change. Slit skirts 


—the most radical style development of the season—have brought ankles 
[TURN TO PAGE 38, PLEASE] 
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These three shoes represent three other important 

types. First the graceful and saleable sandal in 

satin and silver, which substitutes intricate applied 

design for last season's cut-outs. Second the sandal- 

ized pump, stressing side treatment. Third the 

sandalized oxford, chiefly featured in dark colors for 
dinner and cocktail wear. 


In the silhouettes of evening dresses—there are two schools 
of thought (I) the straight and narrow, (2) the extravagantly 
flared and flounced. Both, fortunately, attract attention to 
the shoe. 
Of the two, the straight narrow line is decidedly the newer 
and smarter. It has two expressions (A) the Tunic line with a 
Russian suggestion, (B) the Directoire line with exaggerated 
high waist. The Paris Openings featured these evening dresses 
that "looked like night gowns.’ Historically speaking, the 
low-heeled slipper is correct with this classic style. 

The new slit skirt can belong to either the straight or the flared 
silhouette, though it is chiefly used as a device to make ex- 
tremely narrow skirts wearable. 

This slit skirt promises to be very important, and it will have 
a most significant influence on shoes. Slit skirts give evening 
shoes an entirely new and exciting prominence and are chiefly 
responsible for the~shifting of pattern interest from the toes 
to the ankle or the instep. 


J 
These two slippers are special shoes— 
(1) The low-heeled sandal which appeais 
to a limited group of tall girls and con- 
servative customers. (2) The open-toe 
"Cleopatra" sandal which continues in 
lower-priced shoes. 


Silhouette Sketches, Courtesy of Cheney Bros. 
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REMEMBER, TOO 
More people walk on 
Goodyear Wingfoot 
Heels than on any 

other kind 
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MILLION MORE 


... to help your sales this fall 


million more Goodyear 
Wingfoot Sole and Heel advertisements 
will carry on for you in leading maga- 


zines this fall. 


Eighty-four million times more this ad- 
vertising will keep repeating to your 
customers: the Goodyear name is a mark 


of extra value on a shoe. 


And because Goodyear advertising is con- 
stantly impressing that fact on the public, 
Goodyear Wingfoot Soles are America’s 
AMERICA’S 
FASTEST-SELLING fastest-selling sole today — the sole most 


often specified by retailers and public alike. 


““WINGFOOT , 
SOLES any HEELS 


When writing advertisers please mention Boot and Shoe Recorder 
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OUTLOOK 


When is Suede—Leather ? 


THE plight of the tanner is of real concern to every 
shoe man. The tanner has had so much to face in the 
last two years that it is truly: marvelous to note the 
spirit of his service in the face of overwhelming dif- 
ficulties. The most recent brutal blow was the effect of 
the drought on his inventories of raw hides and skins 
and leather in the process of tanning. 

The drought has seared all possibilities of profit in 
part of the field of tanning, and yet, withal, the tanner 
faces the future resolute in his desire to give the maxi- 
mum of service in selection and delivery. Another 
group of tanners have been hit by the reduction in the 
value of the dollar as a raw stock purchasing unit in 
India, China and Europe. All these major problems 
are faced by the tanner in the light of acts beyond 
control. ; 


But the tanner is being affected by a more insid- 
ious danger that is not revealed on the surface. He 
is subject to a form of misrepresentation that has 
its base in the misuse of terms for his product. The 
untruth of terminology is sinister competition for 
it often masquerades a substitute. The tanner is 
thereby denied a market—which he did so much to 
make. We have in mind an early showing of fall 
shoes blazoned in advertising in the window and in 
the store as “suede shoes for $1.39,” when the truth 
of the matter was discovered by us to be a “suede- 
like” material, not leather, in the uppers of the 
shoes. As values go at $1.39, it was all that could 
be expected at that retail price, but if. the customer 
thought that she was getting suede leather, then 
truth in advertising was violated. When another 
lot of shoes sold at even a lower price contained 
the words “kid-finish” an injury was done to the 
tanner and the public was being “kidded” into the 
belief that the uppers were leather, which they cer- 
tainly were not. Another line of shoes bore the 
label “rough-calf texture” for uppers that had 
never been mothered by a cow. 


We have a wholesome respect for all types of mate- 
rials to be put to footwear usage. Many fabrics have 
been so improved as to make them admirable and 


most economic substances for footwear. They should, 
however, stand on their own merits and should be so 
advertised. They should not be permitted to lean 
upon traditional trade terminology that has been used 
for hundreds of years. 

Individual words used in a business‘ way should be 
carefully chosen, not only with respect to one or more 
of their definitions in standard dictionaries, but also 


BY 


later d) le dleven. 


with respect to their meaning as commonly and gen- 
erally understood by the public. In addition to truth- 
fulness of terminology used in trade or to the public, 
the sequence in which they are employed (example— 
kid-finish) or the emphasis, comparison or contrast 
involved should not build up any untruthful implica- 
tion contrary to that of the normally accepted use of 
the words in trade and to the public. 

We believe the time has come for the Federal 
Trade Commission to establish the true meaning of 
certain words used in the shoe and leather trade. 

The commission may find it difficult to give to an 
industry a proprietary use of those words; but never 
before in America have we had an N.R.A. machinery 
set-up that gives precise definitions to trade practices 
and permits associations to write the laws of their 
industry as they feel will best benefit that industry. 
It is not impossible to contemplate true definitions and 
some policing power back of the use of those terms. 

Later the commission can go still further to de- 
termine what is “hand-made,” “custom-made,” “bench- 
made,” and the more technical phrases used to distin- 
guish types of shoes from one another. But this latter 
study can well wait upon the success of the venture 
to clarify the use of such fundamental words as suede, 
kid, calf, and the all-covering term, leather, itself. We 
find articles termed leather that are not. 

A step in the direction of ethical practices might be 
the organization of a trade terminology committee, 
not for the purpose of making rigid decisions, but for 
the purpose of establishing uniform application of 
these terms to be later enforced through a court, com- 
mission or other government bureau empowered by 
law. The code set-up is not quite adequate for the 
water-tight compartments of each industry are too 
limited in their scope to cover the necessary broad 
usage of the terms right to the public’s eye and ear. 
It might be the purpose of the committee to form 
sound, practical and reasonable opinions regarding 
specific terms as to their truth and intent, and general 
fairness with respect to all the rights and interests of 
the competitor, the trade and the consumer public. 
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SHOE DEPARTMENT 
with the Douglas Franchise for its backbone! 





Wuat others have done, you can do too! 
There is no reason in the world why you 
won't enjoy as great a measure of success — 
with W. L. Douglas Shoes — as The Leader, 
Inc., of Minneapolis; Frank & Seder Com- 
pany of Detroit; Strawbridge & Clothier in 
Philadelphia, and hundreds of other deal- 
ers, up and down the country, who are 
operating under the New Douglas Deal. 


It’s impossible—here—to completely ex- 

plain this New Deal. But we'll give it in brief 
.. and in full, if you mail the coupon. 

First . . . Douglas sells on an across-the- 
board basis, allowing you a liberal profit. 
And that profit of yours is guaranteed by our 
retail stamp on the soles of the shoes. Retail 


a % $5.50—a great sales advan- Tue Leaver, Inc. of Minneapolis, one of the Northwest’s Great 
tage under present conditions. Douglas qual- Department Stores, attributes its outstanding success in the Men’s and 
ity is too famous to need any sales-talk. It’s Women’s Shoe Departments to the W. L. Douglas Franchise. 
as honest today as a half-century ago! There 
are 275 “in stock” styles — a complete range 
to suit the modern, popular tastes. Throughout this | The Saturday Evening Post and in 136 metropolitan 
Fall, Douglas Shoes will be nationally advertised in newspapers . . . building business and profits for 
Douglas Dealers, for you! 
One of the oldest companies in the business, the 
W. L. Douglas Retail Prices for Fall, 1934 W. L. Douglas Shoe Company is also one of the livest. 
Men’s Shoes $3.50, $4.50, $5.50 If you have vision enough to see the possibilities for a 
Lady Douglas Shoes : $3.50, $4.85 successful, profitable shoe business — along the new 
Men’s Normal-Treds start at $7 . ‘ ° 
lines laid out by Douglas — you're the type of dealer 

Lady Douglas Normal-Treds - ‘ 

(with patented, scientific, corrective features) we want to work with. Mail the coupon today for 
more information — without obligating yourself. 


DOUGLAS SHOES 


AMERICA’S FAMOUS SHOE-VALUE 


























The famous price- W. L. DOUGLAS SHOE COMPANY 
stamp on the soles of BROCKTON, MASSACHUSETTS 
W. L. Douglas Shoes is Gentlemen: 


( Please have your representative call and tell me about the ne 
a strong selling-point. It Douglas Line and Policy. sie 


guarantees honest value CO Please send me a catalog of the New Douglas Styles for Fall, 1934. 





to your customers .. . Name 
and guarantees your full Street 
margin of profit. City, 
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Adopt Hide Control Plan 


| Federal Government Comes to the Aid 
of the Tanners with Program to Avert 
Market Disturbance Due to Drought 












the most part, from packers to whom they were given 
by the government in payment for slaughtering. With 
killings running from 50,000 to 60,000 a day, the 
threat of serious consequences from dumping of hides 
on the market was becoming progressively greater. 

To finance this venture, the Reconstruction Finance 
Corporation will give $10,000,000 to the Commodity 
Credit Corporation, which in turn will send the funds 
along to a third alphabetical “New Deal” agency, the 
Federal Surplus Release Corporation, or the FSRC. 

This program is the government's answer to the plea 
of the leather and shoe industry for market stabiliza- 
tion. Attention was directed to the fact that in a com- 
paratively short period of time the hide market had 
dropped from 9 cents to 6 cents a pound. 

The FSRC will not enter the commercial market for 
hides, but will buy only those stripped from its own 
cattle, thereby preserving the normal market. Once 
purchased, they will be stored until a method of dis- 
tribution, to be confined to unemployment relief, is 
worked out. There has been some discussion of setting 
up shoe factories to be manned by jobless workers, 
























“Beginning Sept. 15, 1934, the Federal Surplus the product to be turned over to depression victims, 
Release Corporation will take over all Government but this and all other plans will be laid aside until 
hides and skins for relief purposes. In this way Relief Administrator Harry L. Hopkins returns from 






this raw material will be non-competitive and kept 
entirely out of commercial channels. This action, 
independently undertaken by the F.S.R.C., super- 
sedes the plans for a marketing corporation which 
were under negotiations between the commodities 
credit corporation and the tanners." 


—Tanner's Council of America 


his European trip. 

Not only does this program insure against enormous 
hide surpluses and depressed market prices, but it 
gives promise of a higher hide market. The govern- 
ment relief agencies already have acquired 2,500,000 
cattle for slaughtering, and with this great number of 
skins withheld from the competitive market, a bolster- 
ing of prices is considered inevitable. 
WAsHINGTON, D. C.—The Federal Government The hide relief program originally projected differed 
has come to the aid of the tanning industry with a greatly from the one ultimately adopted. The Com- 
plan that will keep hides produced from drought cattle modity Credit Corporation proposed that the tanners 
slaughters off the commercial market. form a stabilization corporation with a capitalization 

The plan which eliminates the certainty of a serious of $1,000,000. The corporation would take over and 
market glut which would have speedily demoralized _ store the hides, paying 10 per cent of the market price 
prices will be executed without imposing any financial out of its own funds, with the government supplying 
liabilities on the leather trade. It supersedes another 90 per cent from a $10,000,000 commitment. Pur- 
proposal which would have required the tanners to chases would not be restricted to the government kills, 
organize a- market stabilization corporation, entailing but it would be required that one-third of the corpora- 
heavy capitalization and carrying costs. tion’s buys be of government slaughters. Withdrawals 

Beginning Sept. 5, the Federal Surplus Release Cor- would be permitted when government advances were 
poration will take over all hides and skins obtained repaid, together with interest. 
from government cattle and. sheep slaughtered for The Tanners’ Council rejected the program and the 
drought relief purposes. The hides will be taken, for substitute plan was then developed. 
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and you realize the juve- 
nile shoes you order to-day 
are going to get tough treat- 
ment a little later. Make sure they 
stand up and deliver complete satis- 
faction by specifying these tough 
permanently pliable long-wear- 


ing Northwestern leathers. 


* 


NORTHWESTERN 
LEATHER 
COMPANY 

TRUST 


BOSTON 


ie 
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JOHN MEKEEL 


JANE WHITE is 17 and she lives in Davis City. 
She has one more year in the local high school, is 
active in extra-curricular activities, loves dancing, has 
lots of boy friends, lives in a modest home where she 
is at once the adored daughter and virtual dictator 
of two fond parents, is independent in her dress, and 
has both the envy -and admiration of her younger 
sister. 

Jane “just adores” the movies, and is a steady patron 
of the local theatre. From the movies she gathers 
most of her ideas, and because of the movies, to a large 
extent, she dresses the way she does. 

This, with some minor changes perhaps, is a brief 
picture of the average young woman in the average 
American town. 

“Jane” may be bright, she may be dull, she may be 
athletic, or she may not, but in 999 cases out of 1000 
“Jane” is romantic—and this romance is reflected in 
her dresses, her hats, her ornaments, her cosmetics, 
and her shoes. At school dances and at local enter- 
tainments and parties she desires to be “the cynosure 
of all eyes,” and when she has that date with Bill, or 
John, or Harry, she expects to be “devastating.” 

Why is she so adept at cajoling her father into rais- 
ing her allowance? Why is she the envy of her 
younger sister? What compels her to regularly win- 
dow-shop the local establishments? The word is 
Glamour. 


CLEOPATRA WINDOW...... 
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The Night is Alive With 


When it comes to fashion, Jane knows “what’s what” 
—despite the fact that she may be 1500 miles away 
from both New York and Hollywood. 


Remember, she*is a regular attendant of the local 
movie theatre, and that she thoroughly digests the 
movie magazines. She has already decided that she 
is more of the Sylvia Sidney type than the Claudette 
Colbert, or more like Glenda Farrell than Norma 
Shearer (her friends have told her so). 

If one were to pick out the strongest single influ- 
ence on the young women of the nation as regards 
her wearing apparel, it would more than likely be 
the motion picture. 

Together with the Newspaper and the Radio, the 
Silver Screen stands as one of the modern world’s 
most pertinent influences on the mass public. From 
the standpoint of release from the unromantic hum- . 
drum of a rather mechanized existence, the “movie” 
is supreme. As an instigator of style as well as a 
reflector of thought and action, it is a vital agent in 
the realm of fashion. 

A few large concerns were first to realize the power 
of the cinema and to use its material as an effective 
force in sales promotion. R. H. Macy & Co. of New 
York, considered by many to be one of the smartest 


The shoe window which “took" New 
York. Photographs from the current 
production "Cleopatra," an original 
costume worn by Claudette Colbert, 
exotic flowers of metallic material, 
a feathered fan, hair ornaments and 
old roman coins, give a colorful 
setting for the “Cleopatra Sandal.” 


R. 
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INTERIOR DISPLAY .. 


ROMANCE 


A Keynote for Glamour in Every Footwear Is 
Stimulating to Customer and to Store . . . The 
Screen Has instilled in Every Girl in America the 
Desire for Glamour. Let Your Promotions Follow 


This Lead. 


The interior display 
(on the second 
floor). The floral 
piece is made of 
palm fibre. The 
bowl of artificial 
fruit has designs of 
Egyptian origin. 


retail merchandising outfits in the world, were among 
this group. For some time Macy’s has found in the 
“movies” innumerable ideas which have been great 
aids in the sale of an immense variety of merchandise. 

Feminine wearing apparel is the field to which mo- 
tion picture promotion is, perhaps, most applicable; 
though men’s clothes and most all of the many com- 
modities may be promoted by connecting them in some 
fashion with the hits and stars of the day. Macy’s 
latest “coup” concerns a “jewel”-studded sandal which 
this company has dubbed the “Cleopatra”—linking the 
shoe with Paramount’s latest motion picture starring 
Claudette Colbert. 

In New York the picture “Cleopatra” has received 
elaborate publicity along the Great White Way. An- 
nouncements of the event were to be seen on the big 
signs and billboards of Broadway fully three weeks 
before the time scheduled for the World’s Premiere. 
In order to publicize the coming picture to the nth 
degree, the palatial Paramount Theatre even deemed 
it profitable to close its doors for an entire week, 
during which an exhibit of clothes and weapons, etc., 
used in the making of the production was to be viewed, 
free of charge, by the milling crowds. Part of the 
exhibit was a display case containing Macy’s Cleo- 
patra Sandals. Thus, by a “mere idea,” a specific 
type of evening footwear has been given most unusual 
prominence. 

Macy’s Cleopatra window created one of the biggest 
sensations of any window seen in New York for sea- 
sons. Part of its success was due to the effect of lav- 
ishness; but the main reason lay in the fact that Macy’s 
seized an opportunity to swing along with a feature 


MACY'S 


which was prominent in the minds of the public. In 
other words it was timely. 

The smaller retailer may do the same thing pro- 
portionate to his capacities. In just about every town 
there is a movie house where the pictures are changed 
at least every week. If the window display consists 
in nothing more than a photograph or two of scenes 
and actors in the current production placed in an at- 
tractive manner among the stock—it will do the trick. 

We are approaching a time when people are 
going to be able to get about more; the fall and 
winter season will decidedly see more parties, en- 
tertainments and dances. The chances to play up 
evening footwear are many—ideas from the local 
entertainments are numerous. Give your copy a bit 
of romance. Witness Macy’s copy: 

“The night is alive with Macy’s Jewel-Studded Cleo- 
patra Sandals—inspired by the Paramount picture, 
‘Cleopatra’ — opening Aug. 16 at the Paramount 
Theatre, and starring Claudette Colbert.” 

Pearls. Rubies. Rhinestones. Emeralds. Sharp 
darts of light. Brilliant splashes of color. Glamorous 
strippings of gold and silver kid, white and bright 
satin. Enters the new Cleopatra sandals, rich in the 
lure of ancient Egypt and Antony’s famous queen. 
Macy’s got the jump on the whole fashion world. The 
Cleopatra influence, with its slinky lines and scintil- 
lating jewels, has crept insidiously into an important 
place in fashions. Macy’s caught it first, and Macy’s 
exclusively has these Cleopatra sandals. $4.64 in 
satin; colored, or white dyed without charge. $5.64 
in gold or silver kid. 

Remember Jane, her desires and ambitions, and that 
the word is Glamour. 
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National Shoe Retailers 


ASSOCIATION NEWS 


AND TRADE VIEWS 





Flashes « « x x 


CCORDING to the Bureau of Census, 
retail sales aggregated nearly 25% 
billion dollars. Are you as retailer get- 
ting your piece of this deep-dish pie? 
a a * 

From the business front comes the flash 
—U. S. Steel Corp. reports larger earn- 
ings for the quarter ending June 30, 1934, 
than for any corresponding period since 
1930. . . . General Motors total world sales 
for the first six months of the year in- 
creased 50 per cent over the same period 
last period. Indications that business is 
on the up-and-up, and that there is money 
to be had by every retailer in the country. 

7 a” - 

“The comfort, durability and smart ap- 
pearance of footwear depend largely upon 
the quality of the hidden parts of the 
shoe.” (As well as on the outer stock.) 

- * * 

The retail stores of the country have 
turned the economic corner. Figures com- 
piled by the Journal of Retailing of New 
York University show that all surveys 
agree that gross margins were slightly 
higher during 1933 than they were in 1932. 

This increase of margins was due to two 
prominent factors. 

1. Higher initial mark-ups and 

2. Lower mark-down. 

To quote the Journal of Retailing of 
New York University— 

“Higher mark-ups were the result of 
tising prices; merchants priced goods on 
a replacement basis, and in many instances 
believed it necessary to increase mark-up 
to offset the added burden of labor costs 
and taxes. Lower reductions were also 
the result of rising prices in that the rate 
of obsolescences was greatly retarded. 

“Reports also agree that the expense 
ratio was lower in 1933 than in 1932. This 
is surprising in view of the fact that dollar 
sales volume was lower in 1933. The 
lower expense ratio then reflects a con- 
siderable dollar reduction in the expenses.” 

It is undoubtedly true that reductions in 
expenses have been the result of efficiency 
in store management in face of the ob- 
stacles of lower volume and the NRA. 

There is, however, quoting from the 
Journal of Retailing, one disturbing fac- 
tor: 

“Physical volume has failed to keep pace 
with dollar value. Rapid price advances 
have retarded purchasing. This fact will 
act as a break on further increases in both 
prices and dollar sales and. tend to hold 
the expense ratio high.” 





To Every Shoe Retailer—Everywhere 


FALL GREETINGS: 


OUR Association is planning for a great Fall Season—it is planning for 
VY a greater Spring! 

You need the aid of your Association, with its style forecasts, its 
knowledge and experience of trade conditions, to properly plan for the business 
of the coming seasons. 

Your Association needs your wholehearted cooperation so that it may suc- 
cessfully conduct its researches, plan its studies, stage its conventions, make 
its style forecasts and issue its bulletins. Send your annual membership fee 
of $5 to Headquarters at once. 

You need the concerted effort of The National Shoe Retailers Association 
to combat excessive governmental and state taxes. Your Association needs the 
backing of the shoe retailers of America to properly represent the industry 
while fighting tax levies. 

Send a check to the Retailer's Service Center—the N.S.R.A.—($5 plus $2 
for each additional store) and you shall be able to benefit from the progressive 
efforts of your Association. No longer can you be a lone operator! 


* * * 


Organization has taught the shoe man to be a better buyer and to thereby 
give the customer the advantage of an educated judgment in the selection 
of style and material. It has taught him to merchandise his business, put the 
bridle on the old wild steed that formerly ran away with so much profit— 
teckless, careless buying. 

* * &* 


We have done much through organization, but there is yet much to be done. 
We can't rest on our oars and waste time, gloating over past achievements, 
or we will wake up some fine morning and find the tide of inertness has carried 
us out into some new sea of trouble. 


* * * 


In union there is strength. So let us keep organized more closely than during 
any time past. 

* * &* 
Today, in the wake of organization, the average shoe store is as spick and 
span as the guest chamber of a fine hotel. 

* * & 


Not only has the shoeman profited by shoe organization, but his customer 
gained by his contact with others of his craft at conventions of his organization. 


* * * 


Shoe fitting must now be revolutionized from the strictly commercialism to a 
science as accurate as that of dentistry or optometry. 








"An association serving the best interests of the retail shoe trade and the industry in its entirety."—N.S.R.A. 
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Service Center For Retailers 
3022 Empire State Building, New York 
JOHN J. HOLDEN, Manager 
e@ 
re | What Kind of N.R.A. Should We Keep? 
By Channing E. Sweitzer 
OPERATING with us, Mr. Sweit- tards rather than aids effective enforce- 
zer, managing director of the Na- ment. Expensive and unwarranted 
for tional Retail Dry Goods Association, in bureaucratic control of business. which 
a recent address enumerated some im- eventually must be paid for by the 
its portant problems that the National Re- American people, must be kept at a 
ae covery Program has created for busi- sane minimum. 
ness og _— are " ee . 5. Both Government and business HERBERT G. HANAN 
1. If an industry seeks, and the Gov- ; i islati 
uc- ay must realize that neither legislation nor has recently be en app or 
k ernment approves, unwarranted and un- codes will ever make an inefficient bus- 
ake ‘ py , : . . ; ber of the men's color committee 
f economic code provisions, there is iness, or industry, an efficient one. This 
ee rate : ‘ll ’ ’ of the National Shoe Retailers 
bound to occur a situation which wi can only come about through the sound ye Mr. H , ; 
2 jeopardize this industry’s progress and management of each individual unit. rece wal He, RS ager a 
- sound stability. and through sound practical research He ai prennd d Pig seem ” 
A » 2. If industries resort to code provi- by the trade organizations of our par- faab Silenes alee ane ea 9 wp on 
wai sions which result in unjustified price ticular industries and trades. a Y : : x 
‘ : : ing at Harvard and industrial train- 
$2 increases, so that prices rise beyond 6. Both Government and business ing at Hanan's 
ra the capacity of the average consumer = myst also realize that neither legis. 
to purchase, then the entire Recovery —_Jation nor codes will change the char- NSRA Question Bo 
Program will be undermined and are- —_ acter of the human element of business. . 
lapse in the progress made to date will Their punitive powers may weed out Question: Should shoe stores have 
be inevitable. some of the so-called chiselers and un- nome chiropodists in their employ? 
sby 3. Both Government and business scrupulous operators, but the moral N a aseociation, such ‘i the 
. must cooperate to the end that codes character of the nation cannot be re- N.S.R.A., becomes important and _pro- 
10n i gressive, insofar as it aids and betters the 
the which have already been approved— formed overnight. trade it represents. We believe that shoe 
+ and those which are yet to be approved 7. And finally, industries and trades fitting requires the attention of well- 
—must be simplified and stripped of must not advance their own selfish in- trained men. We believe, also, that the 
every provision which is economically terests to the detriment of our uni- shoe shop should give to its customer- 
unsound and not essential to National versal economic well-being. They must the American public—professional foot- 
Recovery. ‘ — health advice and treatment. And so we 
ne. adopt a broad view of our national eco- a reel” cag oe wale wae 
ae i bl : ih d ew" answer by saying: The industry in its en- 
nts, : ae : 4 BOERS PENNS; u id must a apt w _ tirety; the retailer; the American public. 
ied ment agencies must be made rid of efforts and coordinate their activities and the N.S.R.A. all benefit when a shoe 
every vestige of cumbersome machinery so that the recovery of other industries store employs foot experts (practicing chi- 
and burdensome red tape which re- will not be jeopardized or defeated. ropodists and podiatrists). 
, Fill in and send to National Headquarters 
ing 
QUESTIONNAIRE ON N.R.A. FUTURE 
Need Should Be 
ual Satisfactory Harmful Uneffective Changing Abandoned 
MiO MA AMMNT, HORE GLONIMIOURY 62.8665 ie Pesictoaieccs « vavvldawancics,  -slavtinddede®e- | ) seawiedeecec. acumeueuaoen 
te siTocee Kel beigeas. © AkeWREECESES> aepieeedansa AY) Noueenedce. ‘Saunas hit 
Are Weir tea@e WVSetCe PEONISIONs:..... 6 26 ciikenes |. hevedeccevav devceevovece!  Geewsecene 0 ve -eeeuetme 
mer Are price stabilization plans..............0 © 0 22... 6. cece eens tenn eeeenes 
ion. Se sae ceeasenoncss  Gesavcwsepes  ave¥adseWnes: -deseeddelea! “eb waplwene 
Diem ee AUMMIOE MOREE DOLOW (COS. 5 ec cees Sete eessece — weeaeccnvcele, sveedeeede . «6 weneuwens 
Pe TR OMIRUIN Ue oc 'ioe co oie esis ae He kisne -Savevredec dhe)  -aclhesatleeS -  — ae -eyeeueee 
Da Are you in favor of abandoning the NIRA as quickly as possible? |. ......00. 0000. c ccc ccc cece cece eucceuseeuecvueeveenees 
Are you in favor of continuing the present NRA code set-up?.. ........0 06.0 occ c cece ee eueevuueecnveveeevennees 
— Would you prefer complete self-government, without government heietinane and the resulting complete reinstatement of Anti- 
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EVANS 121 Blue 
EVANS Ruby Black 


EVANS 101 Brown 
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[ WOMEN are attnnuian 
by its NATURAL BEAUTY 


WomeEN of today respond instinctively to the charm of Natural Beauty ...in Kid Leather as in 
everything else. And this, we are sure, accounts for the success of Evans Leathers, and of the 
shoes fashioned from them. Better grain skins in more mature form contribute a real factor of 
added beauty to any shoe. They contribute value, too, for the natural beauty of Evans Leathers is the 


kind that endures. The proof, of course, is in the fact that so many of the most successful man- 


ufacturers and merchants find it to their decided profit to standardize on Evans Kid Leathers. 


Joun R. Evans & Co., Camden, New Jersey . . . branches Cincinnati, St Louis, Boston, Milwaukee. 


the SEAMLESS PUMP dy SULKIS 


This beautifully modeled seamless pump, of trim classic lines, requires 
a fine mature kidskin to do it justice. The choice of the SutkisSuoeCo. 
after a careful inspection of the kidskins on the market, was Evans Kid 
Leathers. Continued use of this excellent leather has fully justified 
their selection... they have found that it is absolutely uniform and 
reliable . . . that its rich ‘natural beauty’’ adds enduring smartness 
to a shoe... and that discerning women prefer it in their footwear. 


hid Leallbous 


A DEFINITE SALES INFLUENCE 


When writing advertisers piease mention Boot and Shoe Recorder 
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The Battle of 
CARE OF THE FEET 


[CONTINUED FROM PAGE 17] 


Doctor: “Notoriously, flat footed peo- 
ple, particularly the colored race who 
have the flattened out or flatfoot, show 
no signs of this injury, due to pronation 
or weak or fallen arches. From my 
years of experience I find that this is a 
tendon condition due to non-alignment 
of the great toe joint, because there is 
a groove at the head of the metatarsal 
and the head of the phalanx great toe 
joint, wherein nature has provided a 
groove for this tendon as well as its 
corresponding dorsal tendon. I have 
seen hundreds of cases where this so- 
called corn has appeared on the other 
tendons due to contraction caused by 
interior metatorsal change.” 

Manufacturer: “Could not all the 
bones drop in unison, thus producing a 
flat foot without scaphoid prominence ?” 

Doctor: “Yes.” 

Manufacturer: “Summarily, I sup- 
pose it resolves itself into a foot that 
is out of balance structurally.” 

Retailer: “Why is it that during the 
last twenty years I have been so suc- 
cessful in fitting shoes that were snug 
in the back of the heel yet were free 
fitting from the breast of the heel to the 
back of the ball?” 


Evolution of the Foot 


Doctor: “This, Mr. Retailer, is due 
to the knowledge obtained by the shoe 
manufacturers and their study of the 
foot in action. The foot in the past 
twenty years has gone through consid- 
erable evolution. This evolution is due 
to lack of development of the leg 
muscles which in turn control the foot 
muscles by development. I mean, we 
do not walk or perform normal foot 
exercises which come from walking. We 
should average at least two miles of 
oxygen on the hoof. We ride where we 
once walked. We sit where we once 
stood. We no longer jump on and off 
the street cars as we used to. In other 
words, our feet have lost their pep. 

“This, Mr. Salesman, plus manufac- 
turing detail such as the long and wide 
steel shanks in our shoes, larger heel 
seats and longer and stronger heel 
counters, plus various grades and 
weights of upper leather than the 
shoes of twenty years ago. We use 
more Goodyear welt shoes today than 
McKay, hence shoes are less flexible. 
Soles are heavier and more attention 
has been paid by the manufacturer to 
holding the solid part of the foot almost 
immobile from the ball back to the heel. 
The development of lasts and patterns 
is another phase of it.. The anatomical 
structure ef the shoe from the ball back 
to the heel is too solidly and rigidly 
constructed. The main motion of the 
foot takes place at the’ankle and at the 


toes. That is the reason that the shves 
fit better from the heel to the ball be- 
cause style is not considered as much 
as it is from the ball to the end of the 
toes. We do not look for style from the 
ball back to the heel. Such solid con- 
struction is more easily fitted with 
these advancements than heretofore.” 

Retailer: “Is there a place in the 
average shoe stock for both the flexible 
and rigid type shank shoes?” 

Doctor: “Occupational conditions 
cause various muscular types of feet. 
For occupations such as agriculture, 
which involves walking where the 
ground is soft and there is flexibility 
with every motion of the foot, a flexible 
shank shoe can be used and should be 
used in preference to a rigid shank shoe. 
The barefoot races who have no hard 
city pavements or floors to contend 
with, and are shoeless or wear a cover- 
ing such as a moccasin, do not know 
what foot troubles are in any shape, 
manner or form. Those whose occupa- 
tion calls for strenuous use of their feet 
for a short period of time, such as danc- 
ing, acrobatics, gymnastics, could not 
wear a rigid shank shoe while perform- 
ing these activities, as this would im- 
pair excessive elastic functioning of 
their muscles. 

“Our hard city pavements, plus lack 
of motion of the foot, has caused lack 
of development of the muscles—conse- 
quently, a contraction not alone in our 
feet, but in our legs and the rest of our 
bodies, thus causing a condition common 
to the shoe wearing race of weak feet. 
Careless everted walking (a la Charlie 
Chaplin) produces a strain on the long 
flexor tendons which originates in the 
legs and is diverted to various parts of 
the sole of the foot, which in due time 
produces a weak foot. In turn, the posi- 
tion of our feet with heels on our shoes 
causes an over-stretching of the plantar 
surface of the foot. 


A Weakfooted Race 


“We, therefore, are a weak-footed 
race and for this generation of feet, a 
rigid shank is more advantageous than 
the flexible shank. If we will walk with 
our feet following a straight line, which 
would call for the learning of walking 
with our feet straight ahead, then the 
flexible shank can be used. Also, the 
type of foot that has not been injured 
by incorrect shoes and is strong in mus- 
cular power—that foot also can wear 
the flexible shank shoe.” 

Retailer: “I have lived with shoes 
all my life, but the longer I continue in 
the business of retailing shoes, the more 
I am convinced that I must know some- 
thing beyond the mere fitting of shoes. 
The orthopedic side of footwear has al- 


ways been a hobby. But this discussion 
further convinces me of the necessity 
of study of man’s physical habits of 
standing and walking.” 


Research and Study Needed 


Manufacturer: “That is true on th- 
manufacturing end, also. If we coul« 
alter shoes to meet the individual’: 
needs as a tailor or shirtmaker alter: 
his finished product to meet the indi 
vidual needs, mental and physical, ou: 
troubles would be much reduced. In th: 
absence of our ability to do this, we cai 
at least study our business more closel) 
to mitigate the things the doctor com 
plains about. 

“Sometimes I think we, the orthopedi: 
specialist, the retailer. and the manu 
facturer, are too far apart. We do no: 
get together as a group to talk ove: 
those problems so pertinent to our busi 
ness. We all work too independently 
I would like to suggest that all fund: 
collected for Code Administration b; 
manufacturers and retailers in excess o1 
the actual administration needs be ex- 
clusively devoted to research toward 
the end of making our American public 
more foot efficient. I am sure the gen- 
eral health of our public would be much 
better.” 

Doctor: “As a group, our professio: 
is more concerned with prevention thar 
correction. All too frequently correc 
tion is‘impossible because the age, dis 
abilities and distortions are too far ad 
vanced. The best we can hope for is 
relief. If some of the suggestions pre- 
viously stated are carried out in the 
next five years, I am sure we shal! 
jointly do a job no previous generatior 
ever achieved. I am for it.” 


Half and Half Oxfords 


LYNN, Mass.—A new idea here is tv 
make oxfords of patent leather for th: 
outside half, and of suede leather fo: 
the inside half, lengthways along the 
shoe. The front seam uniting the pat- 
ent and the suede on the vamp is not 
of the straight up-and-down line, lik 
that of the gypsy shoe, but it curves 
like an S, and to emphasize the curve 
the seam lines are piped with gold 
kid if the buckle on the vamp be ot 
gold, and of silver kid if the buckle be 
of silver. 


Robbins Store Enlarged 


SAVANNAH, Ga.—Robbins Shoe Stor. 
is being completely renovated and en 
larged to twice its original size. A 
new modernistic front is being installe« 
and new fixtures installed. The stor: 
will be completed for display of ear]; 
Fall styles. 

Harry Brooks, the manager, said tha’ 
business had increased so largely sinc 
the first of the year and the outloo! 
for Fall and Winter was so bright tha 
the National Shoe Co. owners and op 
erators of the store, considered the er 
largement necessary. 
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OUR ULTRA LAST 
No. 775 


No. 746—Black Kid . 
No. 6038—Brown Kid 








Our Ultra Last, No. 775, has created more new business for this factory by word of 
mouth advertising than any other last (with the possible exception of our Orthopedic 
Podiatread). 


Over one-third of our daily production is now devoted to shoes sold on this last. 


The first dress last to be endorsed by the National Association of Chiropodists. 


A masterpiece in modern last designing—the perfect distribution of wood has cre- 
ated almost unbelievable enthusiasm among merchants everywhere. 


As a universal fitter we invite comparison with any other last made in America. 
More attention to the selection of good lasts will help you sell more shoes. 


Lasts like No. 775 build your business—and ours. 








The 
VICTORIA 


No. 788—Black Dull Kid ... No. 717—Black Dull Kid 
No. 6072—Brown Kid ... . No. 6057—Brown Kid 
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Get a Respect for Quality | 


[CONTINUED FROM PAGE 19] 


weight construction, always a good 
seller in the top grades. A black and 
white, together with a brown and white 
buck wing tip, then the same aug- 
mented with an all-white in a straight 
tip complete this lot. 

’ Two golf shoes are needed, one with 
a spike sole and one with a rubber 
sole. 


Three Lines of "Highlights" 


Now for three lines of “highlights,” 
attractive shoes having a distinct style 
appeal, shoes which will make a good 
window such as you have, conspicuous. 
You will not buy many of these, neither 
will you make much money on them, 
but they are very necessary to freshen 
up the stock and to give the boys on 
the floor something to talk about. Use 
care in replacing these, for they have 
a fairly short-lived season. 

No matter how good an article may 
be, unless the men on the floor selling 
that merchandise believe it to be well 
worth the money asked, the goods will 
not be rightly sold. Regardless of 
what else you may do or think, in the 
selling of quality shoes, the men who 
do the actual selling must love the 
merchandise. They must have a high 
respect for it, too. 

Men in our store are not sold so 
much by the store management on the 
quality of the shoes they handle as 
they are by the very customers them- 
selves. When one is daily selling shoes 
to a most distinguished group of men, 
men who are presidents of their coun- 
try, governors of states, heads of bank- 
ing firms, jurists and industrialists, 
names recognized all over the world, 
to have these men come back regularly 
for their shoes, any man on the floor 
reflects a wholesome respect for quality. 

The judgment of these men who 
stand at the top of their respective 


fields of endeavor is well worth con- 
sidering, therefore, their judgment of 
what constitutes good shoes is to be 
respected. Nothing heartens a sales- 
man more than to realize this evident 
truth. In every town there are lead- 
ing men buying quality merchandise. 
Your real job, Mr. X, is to present 
your story to these men in the right 
manner. 

Much can be done in the development 
of real quality salesmen, by leading 
some of the younger adaptable men in 
the right kind of thinking. Young 
men one year out of college will copy 
successful men 20 years older. Young 
salesmen will copy the ways and man- 
ners of the real successful men of the 
country, provided they are encouraged 
to do so. When a man has that “qual- 
ity poise,” he is able to convince his 
trade beyond a shadow of a doubt that 
the merchandise which he is presenting 
is well worth the price asked. Such 
men, too, are expert shoe fitters and 
are not afraid to differ with a cus- 
tomer within the limits of courtesy. 
They know how to differ with an opin- 
ionated customer on the wearing of the 
wrong size or type of shoe. 


Store Must Look the Part 


A quality store must look the part. 
Its physical layout—at least in a high- 
grade shop must have that indefinable 
atmosphere of quality and good taste. 
No violent or cheap colors. Solid, sub- 
stantial fittings that are graceful 
rather than clumsy. Selling windows 
that are not garish in color. Avoid- 
ance of screaming ads and window 
cards, although novelty within the lim- 
its of good taste is advisable. Fre- 
quent changes in window display. Not 
too many shoes displayed at any one 
time. 





The Evening Slipper Stages 
a Comeback 


[CONTINUED FROM PAGE 22] 


into the limelight again. With skirts 
as they have been for four years or 
more, the toes were all that were vis- 
ible. Now, as a woman moves, we are 
likely to see her legs again—and the 
slimness of the ankle becomes the fea- 
ture to be emphasized. 

Interest at the instep is also char- 
acteristic of many new models. All 
the high-style houses are showing slip- 
pers with this new strap line that 
crosses over the instep. Such shoes 
are hard to fit—and put a premium on 
fine shoe-making. The two slippers 
sketched in the panel on page 22 rep- 
resent those two leaders in the fashions 
of 19384—the instep strap and the 
anklet. 

Sandalized pumps are also in- the 


picture, with side-trimming featured 
for wear with evening skirts which are 
slit at the sides. Practically every 
style line also shows two or three ver- 
sions of the sandalized oxford, ghillie 
or Cothurne. It is considered an ex- 
treme shoe. It is not bought in any 
quantity, but it belongs in a complete 
stock. In our opinion it is at its best 
as a shoe for the cocktail or semi- 
formal costume. ‘ 

Low-heeled sandals belong in the 
same category. They are special shoes, 
not generally saleable types. Tall girls 
like them because they add inches to 
their dancing partners’ height. Many 
conservative women like them because 
they are comfortable. But they are 
decidedly not shoes for every woman. 


1934 


_ Materials 


In fabrics the headline is. metallics. 
Here again the quality shoe comes into 
its own because cheap tinsel looks like 
a Christmas tree and nothing else. 
High style houses are showing plain 
and pebbled lame’s which fit in per- 
fectly with the metallic touches on eve- 
ning dresses. Paisley brocades and 
metal shot jacquards are leaders in 
every high style line. Velvets, developed 
to greater perfection for dyeing and 
lasting, also figure. Suedes in high col- 
ors are still with us. Dyeable satins and 
dyeable crepes are counted on for 
volume. 


Colors 

Slipper colors follow the costume 
trend. This means that black is first 
for dinner and cocktail wear. The 
black dress and the black slipper have 
everything their own way in these semi- 
formal clothes. And color—conversely 
—is everything for a really formal eve- 
ning. High-keyed jewel colors are 
first; odd, off-shades are next; pastels 
third for winter merchandising; white 
is still important. With all these color 
families, the brocade slipper in high 
colors can be offered. This is why we 
consider it this year’s outstanding 
fashion. The multi-colored evening 
sandal, with pattern interest at the 
ankle or the instep, is the key slipper 
for the new formal season. 


Dark Greys for Fall 


DENVER, CoLo.—“Dark greys will be 
better this Fall than at any other time 


in five years.” Such is the interesting 
prediction of Louis Rosenstein, vice- 
president of the Rosenstein Bros. Shoe 
Co., operators of a chain of stores in 
Denver and other western cities. 

“Blacks will certainly lead, but I 
look for greys to very definitely come 
to the front,” continues Rosenstein. 
“Of course there should also be a lot 
of blue and brown. We expect to sell 
a lot of sandals in all colors. Stitching 
is certainly going to be popular.” 


Green Suedes Good 


LonGc BEAcH, CaL—E. C. Bragg, 
manager and buyer for women’s style 
shoes at Buffums’, finds suedes popular 
for early Fall selling. 

He also finds good demand for high 
cut shoes, six-eyelet numbers moving 
well. Good demand for green suedes 
is a little surprise. 

An outstanding number is a black 
suede six-eyelet oxford with a large 
tasseled shawl which entirely covers 
the laces and eyelets save where the 
laces come through at the top and tie 
in a neat bow. The only decorative 
effect on this number outside of the 
shawl itself comes from perforations. 
which are not over conspicuous yet 
relieve the plainness. 

Mr. Bragg looks for suedes to re- 
main good well into the Winter season 
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SHOE MANUFACTURERS 


D. yoy od & CO., 
a Hultgren, 
n’s welts and turns, $10.00, $12.50. 
BARR “BLOOMFIELD, 
PR a 
Pei Cee Sandals, $2.50 to $5.00 


BEST § 
t H. Goldber, 
woen’ ‘ ory footwear 
4,00 and $5.00 
BiLLikeN WiLOREN’ $ SHOES, 


J. 
oof SMART SHOE co., 
Dave A. Marks, 
Men’s and Boys’ Dress Shoes, $3.00, $4.00, 
$5.00, $6.00 
H. BRAMS CO., 
Evans-Telling, 
Women’s Compo Novelties, $2.65 to $2.95 
BROWN SHOE CO., 
Ed Pankau, Sid Armstrong, Ben Davis, M. Crane, 
All types of footwear for and from infants to 


srawn uP 
w. ASE & sons, INC., 
Fioward J. Engquist, 
ins ig Sole Slippers and Boys’ Operas, 
Everetts, meos, Fausts, Cavaliers, Open Toe 
Sandals. 1 75 to $6.0 
CLAYMA HOE MFG. co., 
Abe i. ‘Goluber 
Women's & Shoes, $4.00 and $5. oe 
COMMONWE rH SHOE & LEATHER CO., 
= a Ruwitch and John Roedder, 
THE COPELAND & RYDER CO,. 
Men’s & Women’s ‘‘Copegs,’’ $8.50 to $10.00; 
Men's Welts $550 to to $7.50 
CRADDOCK T a 
Dave A. Mar 
Generel _ ot men’ 8s, women’s and children’s 


DORCTHY DODD SHOE CO. 
(Branch of Euleenenones Shoe’ Co.), 
Julian H. Chapma 
Women’s High Grade’ Shoes, $6.50 to $8.50; 
Handcraft Grade oh 
EMPIRE SPECIALTY | Foo areas co., 
H. J. Kline and Paul 
Men’s & Boys’ Dress ie Work Shoes and 
a Ladies’ and_ Children’s -Shoes; 
’’ Tennis Shoes; Rubber Footwear 
EPHRATA SH SHOE CO., INC., 


me "Pre-Welts, $1.50 to $2.95 
FORD & CO., 


Ray ,P. McCarthy, 
Women’s Welts ro | ” Sbiccas, $6.85, $7.50, $8.50 
FOREST PA PAR = SHOE CO., 
Women's my Girls’ McKays and Welts, $3.95 to 


5.00 
HALPERN SHOE MFG. CO., 
k L. Parker, 
wae jeahay Novelty Shoes, $3.00 
3 sees INC., 
ie turne, $10.00 ard $12.50 
HUNTINGTON SHOE CORP., 
A. - oe a 


Men $4.00 and $5.00. 
KNIGHT SLIPPER: "MFG. CORP., 
Howard J. Engquist, 
Padded Sole ‘Silopers for Men, Boys, Children 
and Women, to $2. 
KOzY KOMEOR: SHOE MFG. CO., 
Howard gquist, 


Cc. P 


—_ rd ee Sole Woolskin Slippers; Men’s 
8 Bowling ag > and Oxfords 
e MEMmINGER & €o., ” 


rd J. Engquist 
eeline: Silk and Felt Bath Slippers, $1.25 to 
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MELROSE ag ge co., 

Sipon b. 
Sore Slippers, $1.00 to $2.00 
MILLER & SONS, 


Edward Dannen, 
Women’s Turns, wrote and Sbiccas, $10.50 up 
THE MILLER SHOE GO., 
F. H. Wendt, 
B. Jane Miller Health Shoes, $7.50 to $10.00; 
Miller Wet. » x65 50 to $7.50 
MONDL M 
Howard es *Enga juist, 
Sheepskin Slippers for Men, Women, Boys and 
Children, 59¢ to $2.50; Children’s Pla-Shus; 
Men’s Basket Ball Shoes; 
ators’ on Skating Helmets 
MOUND CITY SHOE CO., 
Ed. Panka 


au, 
General line of women’s and children’s shoes on 
case 9 foaey basis, $2.95 downward 
es ‘4 & SLIPPER CO., 


my A. 
na be rt Oxfords pos “Boudoir Slippers, $1.00 to $2.00 
Sag SHOES, 


de t 
vV McUWen 
‘omen’s Arch 7a, $4.00, $5.00, $6.00 
oLyMPic oa co., 
Evans-Tell 
Geotenes Welt” Specials, $2.65 to $2.95 
PACE BROS., 
, a Tellin ng, 
Women’s Turns, ered to $10.00 
AC SHOE co., 
G. Adam 
ere - and sport type Goodyear Welts, 
$5.00 and $6. 
QUEEN QUALITY SHOE CO., 
(Branch of oo Shoe Co.), 
Julian H. Chapmai 
Women's High Grade Shoes, $6.50 to $8.50; 
De Luxe Grade, § $8.50 up 
E. P. REED & CO., 
Edward Streeter, 
Wo omen’s Quality Footwear; ‘‘Varsity Girl 
$7.50; ‘‘Collegeored Shoes,” $7.50; 
50 and $8.50; “Matrix 
$10.50, $12.50 
ek, INC., 


Howard J. Engq uist, 
ag ire OY plain vamp Indian Moccasins, $2.00 


» $12 
SHERWOOD SHOE CO., 
Barney Coens, Middle West, 
Ed. C. Bronn, Chicago and vicinity, 
Mrs. Belle A. LePine, Chicago office, 
Ladies’ Shoes, $5.50 to $7.50 
SWAN SHOE CO., c., 


Bowling Shoes; Avi- 


Howard J. Engquist, 
Foot Gluv Pullman Slippers; Children’s Pre- 
Welts; Zipper Bathing Shoes; Locker Sandals 
TUPPER anees CORP., 
Simon B. 
Formal and Boudoir Sli -* $2.00 to $10.00 
UNIVERSAL SHOE MF co., 
Dave A. Marks, 
Men’s Dress Shoes, $3.00 to $5.00; Women’s 
Novelties, aye | Compo, Welts, $3.00 to $5.00 
ey order on 
UNIVERSAL SLIPPER CORP., 
Evans-Telling, 
Brooklyn Turn. "House Slippers, $1.00 to $2.00 
WISCONSIN SHOE Let 
Howard J. Engq 
Athletic Footwenr. i 00 to $12.00 
ZENITH SLIPPER CO., 
Evans-Telling, 
Soft Sole House Slippers, 39¢ to 79¢ 


RETAIL SHOES 
DOMBROWSKY and HERMAN MACHA. 
custom) 
TREADEASY SHOE SHOP 


BERG 
USHION SHOE CO. 
S$ SHOE CO. 


OTHERS 


0S. & CO. (lasts) 
REP ANSING co. 


2 (sh we ere seating) 
Rs’ ASSN. 4 rooms) 


Shoe Gases: 





When writing advertisers please mention Boot and Shoe Recorder 
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FITTING RULE 


A DEPARTMENT FOR 
RETAIL SALESMANSHIP 


QUESTION—1. Why are manufac- 
turers showing so many styles of men’s 
shoes without rubber heels? 2. We be- 
lieve all men’s shoes should have rubber 
Do you? 

A. J. D., Bronx, New York. 


ANSWER: 1. Call it a “fad” if you 
will. They believe it gives some shoes 
an additional talking point. 

2. Someone once said: “Everything has 
a place—and in its place was best.” 
We believe this applies to rubber heels 
as to other things. Men in the army do 
not, as a rule, “care” for rubber heels. 
One reason—perhaps the main reason— 
is that since they do most of their walk- 
ing on “Mother Earth” they get all the 
resiliency they require. Men in the 
“cities,” who are constantly pounding 
hard pavements, hardwood, tile or con- 
crete floors, need, we think, rubber heels 
in order to relieve the constant jar of 
hard heels against an unyielding or non- 
resilient ground. 

We believe it was the inventor’s idea 
that resilient rubber heels will relieve 
that constant jar on the nervous system. 


J. L. H. 


heels. 


QUESTION—Would you kindly dis- 
cuss in your column the technique of 
shoe stretching; various types of shoe 
stretchers and devices, their qualities 
and what they will do; various types 
leathers and shoe fabrics, how to use 
the stretchers in connection with them. 
What parts of the shoe stand stretching, 
and how much. How not to overstretch 
so as not to burst shoe, or ruin it, or 
weaken it, etc. 

In other words best information on 
the general subject of stretching shoes. 

Last week I had to stretch 11 pairs of 
shoes for several women customers who 
had purchased them at other stores; and 
although they were able to wear their 
shoes after I got through with them; 
some were cloth, some were patent 
leather, some kid, and ‘some sandles, 
some imitation snake skin; and it got 
me thinking about this. This was all 
done in about an hour and a half. 





Many questions relative to the 
science of expert shoe fitting come 
to the Recorder. A few recently 
received are given, together with 
the reply suggested by an able re- 
tail shoeman. 

The Recorder welcomes such 
questions, and will endeavor to 
furnish logical and satisfactory 
answers, so far as possible. 

We invite criticism of our solu- 
tions. We do not pretend to in- 
fallibility although we attempt to 
bring to the solution of each prob- 
lem the experience of ne ral 
fairly successful years in the shoe 
business. Discussion, criticism and 
suggestions will help as much as 
questions to make the Fitting Rule, 
the Open Forum of the Fitting Stool. 





ANSWER: Stretching shoes was an 
art in the gay nineties and should be 
referred to today among the problems 
our Grand Daddies had to contend with. 

Today it is in a class with “measles” 
and “whooping cough.” There was a 
time when every mother looked with 
keen anticipation to—‘How soon will 
Elmer (or maybe it was Gwendowlyn), 
get the measles. It was something they 
just had to have. Shoes too—had to be 
broken in—or, if the feet were tender— 
stretched right at the start. 

Today, with manufacturers concentrat- 
ing on lasts and patterns to fit feet, 
stretchers, along with the type of “chil- 
dren’s sicknesses” a child just had to 
have—is a thing of the past. Children’s 
diseases were prevalent—because science 
had not caught up with prevention. 

And so, with stretchers—since we 
know that careless fitting alone—make 
stretchers necessary—instead of recom- 
mending ways and means of how 
stretchers should be used, we recom- 
mend a careful observance of foot condi- 
tion—plus intelligent shoe fitting as a 
more useful and beneficial art. 


We believe that the doctor of the 
future will be paid for his advice on how 
one can keep well, and if he is not 
competent to keep you well, he will lose 
his practice. 

Shoe men today who are giving intel- 
ligent service to their customers are do- 
ing business and getting somewhere. 
Those who are just selling shoes with no 
ideas as to fit, and afterwards resort to 
stretchers—will eventually (and the day 
is not far distant) find themselves left— 
with nothing but their stretchers. 

We hope you, and all others who read 
this will “take it” in the helpful spirit 
in which this is meant—we cannot con- 
scientiously subscribe to the use of 
stretchers as a means of fitting feet, and 
give advice as to the “Best Method,” 
since we are of the firm belief that the 
best mechanical method to give folks 
comfort—is knowledge of feet, plus lasts 
that fit, and sizes. 


J. L. H. 


QUESTION—Many people refuse to 
wear rubbers because they claim that 
rubbers burn their feet. Do rubbers ac- 
tually cause some feet to burn? 


E. G., Smitutown, L. I., N. Y. 
ANSWER: Rubber footwear is made 


of non-porous materials. Either gum, 
rubber fabric or rubberized cloth. In 
either case the material does not permit 
air circulation and, when the “rubbers” 
are too snugly fitted, the lack of air cir- 
culation causes the feet to become un- 
usually hot and expand or swell. Any 
pair of tender feet that swell will cause 
an uncomfortable or burning sensation. 
A pair of unusually tight shoes will 
cause the same feeling. 

Try to persuade your customers that 
rubbers are health insurance in bad 
weather and, at best, are no things of 
beauty and that they do not necessarily 
have to fit like the paper on the wall. 
Fit them comfortably loose and they will 
not burn. 


J. L. H. 





BOOT AND SHOE RECORDER, August 25, 1934 


a Top, 


YyV/ IK xc 


PATENT APPLIED FOR 


y The New Intermediate Sole 


4 === SOFT SOLE COMFORT 
: HARD SOLE SERVICE 


A new milestone has been reached in 
slipper manufacture with the development 
of SOL-EASE, the intermediate sole. Tupper 
presents a new line featuring this important 
sole innovation which will prove of perma- 
nent significance to the trade. 
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Soft soles were the accepted slipper mode 
for many years, until the introduction of 
the hard sole created a new market. 
Combining the best features of both... 
the ease and relaxation of the soft sole 
. .. the support and durability of the 
hard . . . the new intermediate sole pro- 
vides the ideal slipper for every purpose. 


Tupper offers Sol-ease Slippers in a wide 
selection of beautiful styles, in a practically 
unlimited range of leathers and materials. 


Sol-ease lends itself far better to 
the manufacture of open toe slip- 
pers than any other process. Write 
for a catalog of the complete line 
of Sol-ease slippers, both open and 
closed toes. 


4g it 


“TUPPER SLIPPER CORP. 


25 LAFAYETTE STREET BROOKLYN, N.Y. 
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New York State Convention Plans 


BuFFaLo, N. Y.—Indications point to 
one of the largest conventions in point 
of attendance ever held by the New 
York State Shoe Association in Buf- 
falo, Sept. 9, 10 and 11. 

The meeting of the Buffalo associa- 
tion was the last before the convention 
although the committees arranging for 
different details of the gathering will 
continue to function right up to the 
last minute. 

An influx of at least 300 visiting shoe 
dealers and others of the five classes 
of the state association was the esti- 
mate placed by Harry Chase, state sec- 
retary, with probably 70 to 75 shoe 
manufacturers as exhibitors. M. A. 
Mittelman, president of the National 
Shoe Retailers Association, has accepted 
an invitation to attend. 

The convention will open Sunday for 
registration at the Statler Hotel, the 
headquarters. At 6 p. m., there will be 
a directors’ dinner meeting of the state 
association. John Slater will preside. 
Monday at noon, there will be a lunch- 
eon at which Mayor George J. Zimmer- 
man will officially welcome the visitors 
to the city. 

In addition to the business sessions, 
there will be a banquet the evening of 
Sept. 10 at about 6 p. m. After the 
banquet, there will be a stag party be- 
ginning at 10 p. m., which is something 
new in the way of state meetings and 


distinctive of Buffalo. The stag party 
will have a number of surprises and 
thrills for the visitors as well as the 
home folk. On Tuesday noon there will 
be another luncheon. 


The official emblem of the Buffalo Shoe Retail- 


ers which appears in all store windows 


The Buffalo Association is the 
strongest now in members in its his- 
tory, according to figures submitted by 
Harry J. Peters, business manager of 
the association. Largely through the 
work of Mr. Peters, who was warmly 
commended at the meeting, the associa- 
tion has grown from 24 members to 90 
paid-up members. 





Plans Mystery Meeting 


DETROIT, MicH.—A Mystery Meeting 
is planned by the Detroit Retail Shoe 
Dealers Association for October, ac- 
cording to Nathan Hack, chairman of 
the Publicity Committee. Known for 
years for its unusual entertainments, 
this affair is to be one of the biggest in 
the history of the trade. Banquet and 
floor show will be planned. Every shoe- 
man in Michigan is to be invited, as 
well as the Detroiters. Speakers of 
national prominence are expected, in- 
cluding John Holden, manager of the 
National Retail Shoe Dealers Associa- 
tion. Further plans are being kept 
secret by Hack and Clyde K. Taylor, 
who are planning the event. 


Laycock Heads Shoe 
Merchants Council 


New York, N. Y.—John Laycock, of 
Hanan & Son, has been named presi- 
dent of the Shoe Merchants Council to 
serve until the end of the present year, 
it was made known at a meeting of the 
executive committee of the Council held 
at the Advertising Club, New York 
City, on Aug. 14. Mr. Laycock, who 
was first vice-president of the Council, 
succeeds Jacques Hirsch, who resigned 
because of his recent affiliation with 
the manufacturing field. Mr. Hirsch, 
long identified with the retail field, is 
now with Albert &. Hirsch, selling 
agents. Mr. Laycock has been an offi- 


cer of the Shoe Merchants Council of 
New York for the past 18 years and 
is well fitted to continue the good work 
that the Council has done in the past. 


THOM McANS REDUCED TO $3.00 


The Melville Shoe Corporation announces 
a change of price in the Thom McAns men's 
shoes to $3.00, effective August 20th. No 
change in the price of women's shoes, they 
will continue to sell at $3.50. No change in 
the price of little men's or boys’ shoes, they 
will continue to sell at $2.00 and $2.50. No 
change in the John Ward or rival prices. 


Footwear At Chiropody Meeting 

VANCOUVER, B. C.—Cooperating with 
corrective footwear stores and the 
leading shoe stores of Vancouver, 
British Columbia, a three-day chiropody 
convention in which shoe men of Wash- 
ington and Oregon participated. Dr. 
Harold E. Wheeler, chief of the staff of 
the Chicago Foot Clinic, was the prin- 
cipal speaker of this three-day confer- 
ence, which was staged at the Hotel 
Georgia. The Washington and Oregon 
shoe men combined business with pleas- 
ure in visiting the British Columbia 
metropolis, where the leading shoe 
stores effectively tied in to the conven- 
tion which called attention to foot 
troubles and their fixing with fitting. 
Dr. Wheeler delivered three important 
addresses at this convention. Sales 
promotion of the leading makes of cor- 
rective footwear proceeded in the im- 
portant shoe stores prior to and during 
the holding of the conference. 


1934 


Men's Suedes Good 


Lone BeacH, CaLt.—Gus Lueking, 
manager of the Florsheim Shoe Store, 
who also carries a second line of men’s 
shoes selling at around six dollars, is 
said to lead the nation in the sale of 
suede shoes from this second line. 

In spite of the fact that Long Beach 
has suffered financially through the 
earthquake of 1933 and through the 
departure of the big fleet from its base, 
Lueking has sold more than 1100 pairs 
of suede shoes from this second line 
in the last 12 months. 

Another strange thing is the fact 
that gray leads brown both Summer 
and Winter by a wide margin. In fact, 
he sells four times as many grays «s 
he does browns or blacks. 

“Young men are the best suede buy- 
ers,” says Mr. Lueking, “but the old 
chaps are now buying them in lively 
fashion also. The young men like 
them because they give style and com- 
fort, and the old men like them because 
they give comfort and style. 

“It is the kind of shoe which a fellow 
keeps on buying once he has become 
accustomed to it. I am ordering as 
many for next year as for any year 
in the past and I am again dependinz 
upon gray to take the lead.” 


More Heels of Leather 


LYNN, is.ASS.—More heels of leather, 
or leatherboard, are being made in 
Lynn shops this August than for any 
August since war times, and heel mak- 
ing firms are putting in new equipment 
as well as taking on more floor space 
so as to get out more heels of the sort. 

One new idea in the women’s heel 
trade is that of making the 16/8 heel of 
a single deck, instead of the double 
deck or two-piece heel. The double deck 
called for double nailing, while one nail- 
ing suffices for the single deck. 


Nine Eyelets 


Boston, Mass. — Designers here, 
adding eyelets as shoes get higher in 
front, are now up to nine eyelets, and 
if more eyelets are wanted it’s likely 
they’ll have to step into book patterns. 

These nine eyelet patterns are for the 
new high cut oxfords. They did low on 
the sides, returning to normal heights 
at the heel back. 

Makers of novelty shoes are order- 
ing sets of the new patterns and the 
new high fronts will soon be ready for 
wear. 


Features Kangaroo Shoes 


SEATTLE, WASH.—The men’s shoe de- 
partment of the Bon Marche of this 
city strikingly features men’s shocs 
this August of Australian Kangaroo, 
contending as to the durability of this 
leather. A whole window is devoted ‘o 
a display of fine footwear from this 
source, with a massive drawing of «n 
Australian kangaroo with its young 'n 
its pouch serving as a background. 
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REGISTERED 


QUAKER CITY 26 


Is the Indies of the Textile Color Card 
Is selling well in all grades 
the Is both a wolume color 


And a style color 


A 


: QUAKER CITY DIVISION 
: ALLIED KID COMPANY 
519 West Huntingdon Street, - - Philadelphia, Pa. 


When writing advertisers please mention Boot and Shoe Recorder 
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GOLD Kid and 
SILVER Ki 











tT decal 
Lee 
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MALGAMATED presents Gold and Silver 
Kid—a highly successful Amalgamated 
product that is endorsed by leading 
shoe makers as a gold and silver kid 
that has no peer in beauty of lustre, 
and permanency of finish. 

To fit in with the lavish evening mode, 
slippers and sandals of gold and silver 


kid hold first position. 


Sample Swatches on Request 











AMALGAMATED 
LEATHER COMPANIES, INC. 


Wilmington, Delaware + 84 Gold Street, New York City 








When writing advertisers please mention Boot and Shoe Recorder 
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A MODERN 
Shoe Department 
i 


MONG the most attractive shoe 
departments in the South, is this one, 
recently equipped by us for Maison 
Blanche Co. at New Orleans. 


It is typical of the painstaking care which 
characterizes Grand Rapids planned and 
equipped stores. 


For a third of a century, we have served 
retail shoe dealers in all parts of the coun- 
try in the matter of proper store layout and 
design. We have many letters in our files 
attesting to the beauty and efficiency of 
the equipment which we supplied. 


y GRAND RAPIDS STORE , 
* EQUIPMENT COMPANY * 


Main Offices 
Grand Rapids, 


Branch Offices and Representatives in Principal Cities City State 


and Factories: 
Michigan 


Maison Blanche 
Shoe Department 
New Orleans, La. 


Do not continue to handicap your busi- 
ness by an old-fashioned, uninteresting 
and drab looking store. No matter what 
type of merchandise you handle, it will sell 
better if properly displayed and in many 
cases, even a modest modernization pro- 
gram has shown an almost unbelievable 
increase in sales volume. 


It does not obligate you in the least to 
let us make an analysis of your store and 
estimate the cost of modernizing it for 
modern business. A line to us will bring 
prompt response. 





MAIL THIS COUPON TODAY 





B-9 


Grand Rapids Store Equipment Co. 
Grand Rapids, Michigan 


Please send us further information on your 
Store Planning Service and Equipment. 


Name Address 

















When writing advertisers please mention Boot and Shoe Recorder 
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SHOES 


You have a moral obligation to sell 
your customers seasonable, timely, 
serviceable shoes. As the time ap- 
proaches for the distribution of cold 5 
weather shoes, let your merchandis- — 
ing program give heed to a little 
more than last, pattern and color. 
Build weight, ruggedness and 
wear into this season’s shoe. And for 
a finishing touch add the item 
which seals the inseam against mois- 
ture and at the same time adds a 
style trim that cries aloud—“I’m a 
cold weather shoe”— 


GENUINE BARBOUR STORMWELT 


“THE LEATHER STRIP THAT'S A WEATHER STRIP” 
MANUFACTURED BY 


BARBOUR WELTING COMPANY 
BROCKTON, MASS. 
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NATIONAL NEWS 


What's Doing In the Shoe World 


SATURDAY, AUGUST 25, 1934 





Outing of Mishawaka Rubber 
and Woolen Mig. Co. 


ae mr FS 


MISHAWAKA, INpD. — This picture 
shows part of the crowd in the grand- 
stand at the afternoon ball game of the 
great picnic staged by the Mishawaka 
Rubber and Woolen Co. A crowd of 
well over 10,000 men, women and chil- 
dren attended this outing. 

E. J. W. Fink, president of the com- 
pany, was present at the outing, with 
other company officers, department 
managers and foremen. Chairmen for 


the several events were: John Nicolini, 
softball game; Harold Singer, water 
sports; Parke Thompson, lunch; Wil- 
liam Nicholson, contests; Leland Hilde- 
brand, dancing; and Gordon Weist, 
baseball; general chairman, J. D. Hen- 
drickson. a 

Events of this nature go to make 
happier business relations between em- 
ployer and employee. 





Increased Sales 


LOUISVILLE, Ky. — Shumakers have 
increased sales ten per cent during the 
dull Summer months by a judicious com- 
bination of radio advertising and gifts. 
Twice a day for two weeks they had a 
short announcement over WAVE, ad- 
vertising their merchandise. Each day 
something special was featured. On one 
day, a pair of women’s or boy’s house 
slippers were given away to every third 
person coming in the store, till five pair 
had been given away. Another day, the 
first ten people in the store were given 
passes to Loew’s Theater. These gifts 
were bestowed whether the person 
bought or not, but the great majority 
of them did buy. It proved fine good- 
will advertising, as well as increased 
sales. 


Changes Advertising Appeal 


DETROIT, MicH.—Benjamin C. Rush, 
for five years advertising manager of 
the R. H. Fyfe and Company, resigned 
this week. He stated no further plans 
at present. 


Miss Marjorie C. Cole was appointed 
to his position. Miss Cole has been in 
the advertising field for years, and is 
experienced with J. L. Hudson Com- 
pany, Bedell Company, and other large 
organizations. 

In making the change, the Fyfe Com- 
pany is definitely seeking a change in 
its advertising appeal, Steven J. Jay, 
personnel director stated. A woman has 
been selected to appeal directly to wo- 
men, because she can talk to them in 
their own language. The building of 
business in the women’s departments 
will be a first objective. 


Smart Fall Windows 


Boston, Mass.—Fall windows in the 
Thayer McNeil Co. store include some 
very interesting ideas with opera 
pumps in smart brown suede as a high- 
light, but most of the emphasis in the 
window was placed on alligator and 
lizard, in black and brown—some of 
the all-over leather and others in com- 
bination with suede. Four-eyelet ties, 
T-strap models and tongued step-ins 
with ribbon bows were among the pat- 


terns. A prominent feature of the 
trim was a clever cartoon depicting an 
alligator and a lizard singing a duet. 
The caption read: “Friendly rivals in 
fashion’s spotlight.” 


Fall Opening Successful 


Detroit, MicH.—N ational (Fall 
Opening) Shoe Week opened in Detroit 
with excellent cooperation from all 
local newspapers. Style and society 
sections carried special notes on shoes, 
with selected and illustrated samples 
from various major stores. Practically 
all stores in the city carried advertise- 
ments featuring the new Fall styles, 
carrying these as an announcement ad- 
vertisement. This was generally re- 
ported as the most successful tieup the 
local shoemen have ever had, with the 
remarkable increase of business pre- 
dicted to continue for the present sea- 
son by many shoemen. 


Radio Foot Health Program 


SEATTLE, WAsH.—Airing foot-trou- 
bles, Lindgren’s Footfitters have inau- 
gurated a special radio campaign over 
KJR. Morning chats for those suffer- 
ing from foot ills due to improper shoes 
are being offered by J. E. Hershberger. 





YOU ARE INVITED 


New York State Shoe Retailers’ Annual 
Convention, Hotel Statler, Buffalo, 
Sept. 9, 10, II 
National Industrial Stores Association 
Annual Convention, Wm. Penn Hotel, 
Pittsburgh, Pa...........Sept. 10, 11, 12 
N.S.R.A. Style Conference, Hotel Astor, 
New York Sept. 24, 25 
Spring (1935) Leather Opening, Hotel 
Astor, New York Sept. 24, 25 
National Shoe Retailers Association An- 
nual Convention (city to be announced 
later) Jan. 6, 7, 8, 9, 1935 
National Seasonal Opening, National 
Boot and Shoe Manufacturers Asso- 
ciation, St. Louis, Mo...Jan. 7, 8, 9, 1935 
Northwestern Shoe Retailers Regional 
Association Annual Meeting, Hotel 
Radisson, Minneapolis, Minn., 
Jan. 13, 14, 15, 1935 
Michigan Retail Shoe Merchants An- 
nual Convention, Hotel Pantlind, Grand 
Rapids Jan. 20, 21, 22, 1935 
Middle Atlantic Shoe Retailers Associa- 
tion (city to be announced later), 
Jan. 21, 22, 23, 1935 








BOOT AND 


SHOE RECORDER, August 25, 


Shoe Production For First Six Months Shows Gain 
In Men’s Work Shoes 





Table 1. - PRODUCTION OF BOOTS, SHOES, AND SLIPPERS, OTHER THAN RUBBER, BY CLASSES: 


AND JANUARY-JUNE, 1984 AND 1935 


JUNE AND MAY, 1954; JUNE, 1955; 





PRODUCTION (Peire) 





Jan.-June 
1m 





DOSS. coccccceccsescccceseseseeeses 


Boys’ end 
Women’ Boe ccccccccseores 
Misses’ and children's 
Infante’ .-cccoccesecs 
Athletic 
Part-lea 
All-fabric (satin, canvas, ete.) 
Slippers end moccasins for house wear, 
All le@ther..ccccccccccceccesscceccs 
Part leather, felt, Ote..sccccseeses 


Boots, shoes, and slippers, total..csscceces 
High and low cut boots and shoes (leather), total...... 


WOTK ce cccccccccccesseesseseeseesesersseeessesesees 


DB covccvcccccccesescesseess eercccccce 


er and part-fabrie...-- er) 


Barefoot sandals and all other footwear....scsesesesces 





1,017,276 











187,072,190 
157,281,087 




















WASHINGTON, D. C.— Statistics on 
the production of boots, shoes and slip- 
pers, other than rubber, by classes and 
states, for June, 1934, as reported to 
the Bureau of Census, of the Depart- 
ment of Commerce, have just been re- 
leased. 


PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 


JUNE , 1034 


The total production of footwear in 
the factories reporting for June, 1934, 
indicates a decrease of 18.0 per cent 
from May, 1934, and a decrease of 20.3 
per cent from June, 1933. Production 
during January-June, 1934, shows 
an increase of 8.1 per cent as compared 
with the same period of 1933. 

The classification, ‘Men’s Work 
Shoes,” shows a pairage increase of 
28.1 per cent for the first six months 
period of this year. This increase clear- 
ly indicates the number of men who 
have gone back to work either on pri- 
vate jobs or on Government projects. 
Men’s dress shoes also made an increase 
of 7.5 per cent, while Boy’s and Youth’s 
production fell off 8.5 per cent. 

Women’s shoes made_practically the 
same gain as did the Men’s dress shoes, 














lon ccccccccscocsssessoces 

















All cher States.scocccsccs 











while the slipper industry indicated a 
16.4 gain. 

This report further gives the produc- 
tion figures broken down by states. 
Missouri makes the best showing with 
a gain of 18.6 per cent for the six 
months’ period. Maine comes next with 
a gain of 13.2 per cent, then follows 
New York and New Hampshire with 
gains of 12.5 and 12.4 per cent re- 
spectively. 

Two states indicate a loss in shoe pro- 
duction for the period covered by this 
report, Wisconsin with a loss of 7.2 and 
Massachusetts with a loss of 2.8 per 
cent. 


Had Dollar Day 


East LiverPooL, OH10—Fifteen re- 
tail shoe stores joined with 60 other 
merchants in the observance this week 
of the 42nd semi annual dollar days 
Friday and Saturday. The East Liver- 
pool Review in a special sales day sup- 
plement carrier advertisements of 


eleven shoe stores who offered attrac- 
tive specials on the occasion of the two 
day sale. Excellent response from shop- 
pers within a radius of 40 miles of the 
pottery city was reported by merchants, 
who refunded train bus and trolley 
fares to out of town shoppers. 


Advertise Children's Shoes 


DeTROIT, MicH.—Children’s Fall shoes 
should be advertised the very week 
school opens, according to Clyde K. 
Taylor, noted children’s shoe expert and 
stylist. This week is more timely than 
either before or after, he says, as a re- 
sult of many years’ experience with 
these lines. 

Surprisingly, people do not buy shoes 
for the youngsters the week before they 
go back to school—they wait till the 
opening. There is one big week, Taylor 
finds, and thereafter September is a 
dead shoe month as far as children’s 
business is concerned. Timing adver- 
tisements to appear about a day before 
the opening of school is best. 
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BUSINESS 

BUILDING IS 
EASIER WITH 
THIS BRAND 


MARK BACK 


0 F YO U R If you are striving to make an impression on the world, make 
a good one. This is not a preachment. It’s an idea, accepted 

SALES as a rule for business success. We mention it by way of 
emphasizing the potential benefits to you in favoring solid 
sole leather and then using means available to you, of mak- 
ing every potential benefit a reality. 


KISTLER'BENCH BRAND’ 
SOLE LEATHER 


is an exceptional product. It makes exceptional shoes. Ex- 
ceptional shoes create keen interest. Keen interest fosters 
sales. Merit, however, masquerading incognito, serves you 
within limitations. The better practice with a “Tiffany 
product”, is to assure it will be recognized as such. In the 
combination of “BENCH BRAND” quality plus-its identifica- 
tion mark, you have a great business building force. 


It’s an advantage in buying to have the names of shoe manufacturers making shoes 
that carry KISTLER “BENCH BRAND” LEATHER SOLES. Write us for them. 


LSILCL x 


ot nena. Te prt ed fo LEATHER COMPANY 


SOLES is about 13% of the FOUNDED - 1840 


Te ‘BOSTON: MASS: 





When writing advertisers please mention Boot and Shoe Recorder 
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THE TURN SHOE 


SUPREME for GENERATIONS 
and ALWAYS an ARISTOCRAT of SHOEMAKING 


The smartest women everywhere 


wear shoes made by 
The Goodyear Turn Process 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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Fall Selling Opens 


Boston, Mass.—Plenty of Boston 
merchants “obeyed that impulse” and 
formally put their Fall lines on display 
and on sale between Monday, Aug. 13, 
and Thursday, Aug. 16. Truth compels 
the admission, however, that, with a 
few exceptions, the job was done much 
more whole-heartedly by department 
and clothing stores than by independent 
shoe stores. 

The survey on which this is based 
covered sixteen stores in the downtown 
shopping district of the city. Nine of 
these were shoe stores and seven were 
department or clothing stores. In the 
volume grade shoe stores, only Dunn’s 
and Crosby’s on lower Summer Street 
had a complete window showing of Fall 
styles. Of the high-grade stores visited, 
only the Thayer McNeil Company on 
Temple Street was engaged in pushing 
Fall merchandise 100 per cent. Three 
stores—Siegel on Summer Street, Wil- 
bar’s and the Walk-Over store on Tre- 
mont Street—straddled the issue by 
showing Autumn merchandise in one 
section of their windows, while continu- 
ing to stress Summer shoes at reduced 
prices elsewhere. Three stores visited 
had no Fall footwear on display—the 
Regal store on Summer Street, the All 
America store nearby, and E. W. Burt 
& Co. on West Street. 

In the department and clothing store 
classification all seven visited were dis- 
playing Fall merchandise and nothing 
else—some of them as parts of ensemble 
displays, others devoting entire win- 
dows to shoes alone, and many of them 
doing both. These stores include the 
R. H. Stearns Company (whose new 
shoe department was opened just re- 
cently), Filene’s, Jordan Marsh, Gil- 
christ’s, Shepards, C. Crawford Hol- 
lidge, and E. T. Slattery. 

With" one or two infrequent excep- 
tions there were no shoes which were 
not of black or of the brown family. 
There were interesting combinations of 
leathers, particularly of suede and 
smooth stock. The side-lace oxford type 
seems to be trying to stage a come-back 
judging from the frequency with which 
it was noted; and there were, of course, 
the ever present oxfords, ties, step-ins, 
operas and T-straps. 


Early Fall Buying 


DENVER, CoLo.—“‘We’ve been pleas- 
antly surprised to find people buying 
Fall shoes earlier this season than in 
many years past,” reports C. S. Gaylor, 
buyer for the women’s shoe department 
at the Joslin Dry Goods Co. here. 
“Whereas our real activity doesn’t usu- 
ally start until about Aug. 20, this year 
we’ve had a steady call since the last 
week in July. 

“We’ve also been surprised to see 
browns in almost as great demand as 
blacks. Cloth shoes are going unusually 
well. We expect gaberdines to con- 
tinue strong throughout the early part 
of the season and then taper into 
suedes.” 








Your STENOGRAPHER... 
perhaps, 


but 


to us 
this young lady isa 


customer—and a 
friend. Multiplied 
by many thou- 
sands she repre- 
sents your market 
and ours on the 
Main Streets of 
America. 


She wants pretty shoes, and she must have dur- 
ability and comfort as well. And, because her 
income is small, she cannot pay extravagant 
prices. 


In True Steps she finds exactly what she needs 
and, being a sensible person, she sticks to them. 


In satisfying just such people in the every day 
walks of life, Robinson-Bynon have helped many 
a retailer to build a permanent, profitable stable 
shoe business. 


ROBINSON-BYNON SHOE CO. yew yonk 


ARROW 
B-3139—Black Crushed 
Kid 


B-31 7o—Dave Crushed 


iC 
12/8 Natural Leather Heel 
AAA-C widths 


Shoes for Women : $4.00 and $5.00 











BOY SCOUT SHOES 


STURDY SHOES FOR STURDY BOYS 
GIVE LONGER WEAR SERVICE 
FOR SCHOOL AND PLAY 


Don’t Miss Sales for Lack of Sizes 


In-Stock— 
Immediate 
Shipment 


Style £913—Official moccasin type service oxford. 
Brown Elk, Gro-Cord Kicker Toe Sole and Heel. 
Match Eyelets. Gents’ $2.60; Boys’ $3.00; Men’s 


$3.45. 

Style oe. Service Shoe, medium ete 
Tan Elk, half bellows tongue. Gents’ $2.60 
Boys’ $3. 00; Men’s $3.45. 

Style £739-—Same, Camp Oxford, Brown EIk, 
Raw Cord Sole, rubber heel. Gents’ $2.25; Boys’ 


= .60; Men’s, $3.00. 
tyle 4926—Same, Camp Shoe, medium shade Tan 
Gents’ $2.25; Boys’ 


EXCELSOR 
Official Boy Scout Shoes 


CAMP-OLOGY BOOKS SUPPLIED FREE. Every 
Scout wants one. Show them in your window trim. 


bey half bellows — 
$2.60; Men’s $3.0 


STYLE No. 581 
OFFICIAL 
BOY SCOUT 

DRESS OXFORD 


Brown or Black Calf, leather sole, rubber heel, 
Rocker last. Gents’ $2.55; Boys’ $3.25; Men’s 


Style. 2561 .. Same in oh Elk. Gents’ 
$2.25; Boys’ $2. 60; Men’s $3.2 

Style k564 . Same in Black Rip. Gents’ $2.25; 
Boys’ $2.60; ” Men’s $3.25. 





Every Scout and Cub ct, be “spice and span’ 


> school. Get 
more of the trade by a **iberal display of 
Scout Shoes in peur trims! 











Complete descriptive folder sent on request. 


XCELSIOR 


SHOE COMPANY 


Portsmouth, Ohio YY 
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Macys’ "Cleopatra" 
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the night is alive with Macy's 


‘Jewel-Studded 
Cleopatra Sandals 


Wnepired by the Paramount picture; “Cleopetrs,” opening August 16 
t the Peremevat theetre, end sterring Claudette Colbert 


Poorle. Rubies. Rhinestones. Emeralds. Sherp 
of fea 


er bid, white 


a fechions. Mecy's codphe it bent, ua 
eclasively has chase Cleopetre sondele 

colored, or vhive dyed without 

cherge. 5.64 in gold or sileer Lid. “viealaned 


* MACY’S 


Other Macy Mews on Pages I! ond 18 | 
MERICA'S LARGEST SLIPPER SHOP-—SECOND FLOO 





New York, N. Y.—One of a series of news- 
paper ads recently used by the R. H. Macy 
Co. in the promotion of a “jewel''-studded 
evening sandal called the "Cleopatra''—in- 
spired by Paramount's latest motion picture 
starring Claudette Colbert. Due to the wide 
and elaborate publicity given the movie, the 
Cleopatra sandal has enjoyed one of the 
most successful promotions of any particular 
style shoe in recent years. 


American Shoes 
At Paris Opening 


BrockTon, Mass.—Walk-Over Shoes 
continue as favorites with the favorite 
Paris couturiers. In 1933 it was 
Schiaparelli who upset traditions by 
first showing American shoes at her 
Paris opening—and these shoes were 
Walk-Overs. Now it’s Anny Blatt, 
known on both sides of the ocean for 
her beautifully knitted clothes, whose 
selection of Walk-Over shoes is a sig- 
nificant tribute to the American de- 
signers and makers of this interna- 
tionally known footwear. During her 
visit here when she chose the shoes to 
be worn by her mannequins, Mme. 
Blatt was especially pleased at the per- 
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fect way in which these shoes com- 
plemented her own creations—‘“as 
though each pair had been specially de- 
signed for the costume with which it 
was to be worn,” to use her own words. 

Outstanding among the shoes worn 
were the famous Cabanas. One—the 
Step-in of luxuriously soft suede, deli- 
cately etched with perforations, smartly 
complemented the unusual soft texture 
and knit of a black hand-knit two- 
piece dress. The patent tip, tongue and 
heel of the shoe repeated the brilliancy 
of a satin draped tie and satin belt—a 
dull-with-shiny combination that gave 
the costume a simple air of elegance. 

In green suede with green calf trim 
the Cabana oxford was worn with a 
“forest” green, beautifully knitted dress 
and the green in the shoe blended per- 
fectly with the green which seems to be 
a favorite color of this Parisian de- 
signer. 

With a very interesting model in 
brown knitted with part cellophane 
(giving ‘a lustrous effect), the brown 
suede Cabana oxford, patent trim, was 
ideally chosen. 

Another green two-piece suit of a 
type which will undoubtedly appear on 
the campus or in town this Fall was 
worn with the brown crushed calf sport 
blucher oxford. The brown of the shoe 
was repeated in the dark tortoise shell 
buttons which Mme. Blatt had espe- 
cially designed for this costume. Tex- 
ture, of course, is most important in 
knitwear and the rugged surface of this 
sport shoe is characteristic of the 
knubby, knotty effects not only in 
knitted things, but of the newest sport 
tweeds and woolens for the coming 
season. 


—_—_ 


Men's Fall Trends % 


CoLuMBUS, OHI0—That the new dark 
shade of brown known as Cordovan 
and even darker will be good in men’s 
shoes for the Fall and early Winter 
season is the opinion of Clyde Martin, 
buyer for shoes in the Union. Mr. Mar- 
tin says that already more browns are 
selling than in several years and where- 
as it was formerly 10 per cent brown 
in men’s Fall shoes, the percentage will 
be changed to 20 or 25 per cent brown. 

He also reports that the soft crepe 
sole men’s oxfords which has a con- 
siderable vogue during the Summer 
season will be good in college and 
young men’s circles during the Fall. 
This shoe which sold in white for Sum- 
mer comes in brown and gray suede 
and brown Scotch grain. Brown is a 
most important color in this type of 
shoes. 

In general, Mr. Martin reports that 
the narrow and pointed toe which has 
been coming on gradually for several 
years is still the chief feature. The 
toe is now about as pointed as it can 
be made and he expects a _ radica! 
change in the next season. He has ex- 
perienced no falling off in the demand 
for the narrow toes. 
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Sees Shoe Trade Normal 


Drought Conditions Will Not Greatly Curtail 
Volume, Meyer Tells Illinois Convention 


Quincy, ILt.—Shoe sales will con- 
tinue about normal in the Middle West 
in spite of the effect the drought has 
had on the farmer’s pocketbook, Frank 
P. Meyer, president of the Illinois Re- 
tail Shoe Dealers Association, declared 
at the annual convention of the asso- 
ciation here today. 

While the drought has affected the 
shoe business in the same proportion 
as it has all other lines of merchandis- 
ing, people must have shoes, he empha- 
sized. The corn and oats crop in much 
of Illinois territory has been cut short 
by dry weather and the government 
program of reduced acreage, which 
naturally is a handicap to the farmer’s 
income. However in some localities 
crops are good and will command 
higher prices. 

After all, Mr. Meyer said, the farmer 
is the backbone of retail business. The 
shoe business will compare well with 
all other lines of wearing apparel. The 
trend is towards higher quality. There 
has been marked increase in this. de- 
mand during the past season. Custom- 


ers are demanding well fitting as well 
as stylish shoes. 

Patrons are recognizing that well 
fitted shoes give grace aS well as health. 
The new shoes have made walking 
easier, just as the new cars have made 
riding easier, and in giving comfort to 
the wearer the shoe manufacturer has 
not sacrificed one bit of style. Style, 
comfort and durability can be found 
in the shoes for the Fall of nineteen 
thirty-four. 

In men’s shoes, Mr. Meyer said, the 
tendency is toward narrower toes. 
Seventy-five per cent of the shoes de- 
manded are black. During the Summer 
and early Fall men dressed more 
modishly, buying more white and gray 
suede shoes. The demand this Fall, he 
indicated, would probably be sixty per 
cent black and forty per cent brown. 

There was a decided increase in shoe 
sales this year up to June twentieth. 
Since then the sales have been along an 
average line as good as they were at 
the same period last year. 








Shoe Orders Increase 


Boston — The Federal administra- 
tion’s decision to buy, tan and distribute 
for relief purposes, hides of cattle killed 
because of the mid-western drought, 
has had its instant and inevitable effect 
on shoe factory production in this 
section. 

While orders in volume had been 
placed with many manufacturers, it 
had proved difficult to get the detailed 
specifications without which the shoes 
could not be made. These specifications 
are now forthcoming in increasing 
quantities. 

In other cases, and pending the out- 
come of conferences between tanners 
and administration officials, buyers 
held off, hoping openly for lower prices. 
With the dispelling of the shadow cast 
by drought hides over the price struc- 
ture, these buyers are actively in the 
market and are now as anxious to se- 
cure quick delivery as they once were 
to avoid making a decision. 

It is the considered opinion of the 
trade that the next trend will be up- 
ward—in fact, that prices have reached 
the low for the season and can go in 
only one direction. Hide futures have 
jumped; and stocks of those leather 
companies which are listed either on 
the New York Stock Exchange or the 
New York Curb Market advanced on 
the news with relatively heavy buying. 


Leather and Weather 


PEABODY, MAss.—Leather in shoes is 
getting the hardest test for many a 
year. It’s been the hottest and dryest 


summer for 70 years, according to U.S. 
weather bureau records, and this record 
summer came after an unusually cold 
winter. 

Ordinary heat and dryness is not bad 
for leather in shoes. Excessive heat 
and dryness is. The leather gets parch- 
ed. Excessive cold is not hard on good 
leather. But extreme changes in tem- 
peratures give even good leather a hard 
test. 

In winter, for instance, leather in 
shoes walks along at zero cold tem- 
peratures, and then goes into the house 
and stands on the register, or radiator, 
and all of a sudden the temperature is 
whisked up to better than 100 degrees. 
It takes sturdy leather to stand a swift 
change like that. 


English Firm in New York 


New York—G. F. Hutchings & Com- 
pany, Ltd., of Bristol and London, En- 
gland, manufacturers of women’s foot- 
wear are opening New York show 
rooms at 697 Madison Avenue. Joseph 
L. Barnett will represent the Hutchings 
Company in the United States. 


New Stoner Store 


HUNTINGTON PARK, CAL.—The Alco- 
vich Shoe Corporation has opened a 
new family shoe store at 6527 Pacific 
Boulevard with R. C. Goldman as man- 
ager. The store is known as Stoner’s. 
Interior dimensions are 20 by 120 feet 
and 32 chairs are in use. Mr. Goldman 
formerly managed stores in St. Louis, 
Missouri, and Tucson, Ariz. 





< COMPITIONS® 


WALDORF LAST 


Style 623 in Black Calf. | 
5 to 13 AA-D 
Style 624 Same style in Dark 
Brown Calf. 


5 to 12 A-D 


IN STOCK 


EVERYBODY IS TALKING 
ABOUT PHLEXOPEDICS! 


. . « the shoes with floating tread plus air 
conditioning (U.S. Pat. Office 1,754,225) ... 
two distinctive features your customers can 
see and feel. 


Eight styles now ready. Write today for 
catalog "E" illustrating all styles . . . and 
details of our exclusive agency plan. 


NM-4. Packard 


Company 


BROCKTON, MASSACHUSETTS 





BOOT AND SHOE RECORDER, August 25, 1934 


pL BUX UE 


| hidden VA Tom Wew 


yet vitally important 
to the appearance and 
comfort of the shoe. 


THE QUALITY BOX TOE 
WT 


ee SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 





ee ee a 


Oo =" 6 est as ae 


BOOT AND SHOE RECORDER, August 25, 1934 


Store 
Changes 


First Floor Shoe Department 


CLEVELAND, OHI0—The Wm. Taylor 
Son & Co. will have an elaborate wo- 
men’s shoe department on the first floor 
as the result of the store’s $500,000 
remodeling program. 

Formerly on the fourth floor, this de- 
partment has already been transferred 
to the rear of the main floor, where 
artists and artisans will soon complete 
a shoe salon of surpassing beauty. It 
marks the first time in several years 
that a Cleveland department store has 
offered women’s shoes on the ground 
level. 

Concealed ceiling lighting will pro- 
vide pleasant illumination while direct 
lighting on the merchandise will show 
it off to best advantage. 

“Quality will be the keynote of this 
enlarged department” says George E. 
Mueller, buyer, in describing the plans. 
“Bench-made shoes will be featured but 
there will also be offered fine lines of 
standard makes.” 

The walls of the shoe department will 
be of beautifully paneled wood and the 
modern display fixtures have been ex- 
clusively designed for Taylor’s store. 

The work of remodeling has pro- 
gressed so rapidly that the management 
believes the original schedule, calling 
for completion in early September, will 
be achieved. The shoe department, one 
of the many departments receiving a 
major change, is already functioning 
in its new location. 


Stores Merge 


New BeprorD, MAss.—The merger of 
the Trull Shoe Store and the Walk- 
Over Shoe Store of this city has been 
effected and the business, at the former 
Walk-Over store, is in charge of Arthur 
A. Cunningham, and Hugh Corniff, 
both in charge of women’s shoes, and 
Carlton Trull, in charge of men’s shoes. 

Mr. Trull and Mr. Corniff were for- 
merly associated with the Trull store. 
Phillip Greene, former manager of the 
Walk-Over store, has become associated 
with Besse & Lang, shoe retailers of 
Middleboro, Mass. This store has re- 
cently removed to Centre St., where it 
has a better location and a more mod- 
ern store. 


Dissolves Partnership 


GRAND LEDGE, MicH. — The firm of 
Byington and Spencer has been 
dissolved, with H. Marr Byington re- 
tiring after a partnership of over twen- 
ty-two years duration. Throughout all 
these years this partnership was unique 
in many ways; Spencer bought the 
ladies shoes, Byington the men’s; each 
trimmed a window; Byington kept 
books and Spencer banked the money; 
they changed off opening hours every 
other week for years and never had as 


much as a syllable of disagreement. 
“No finer man ever lived,” said By- 
ington as he was describing the virtues 
of his partner. 

Mr. Byington went to Grand Ledge 
thirty years ago from the shoe depart- 
ment of the Marshall Field store and 
entered business. Mr. Spencer started 
in the shoe business with George 
Cornell back in his school days. He 
was a partner of Will Hall for a few 
years when Spencer and Byington, one 
time competitors, became partners. 
“Something kind a took me” said By- 
ington, “as I turned over the store key 
that I had carried for thirty years.” 


Wagoner & Marsh Moving 


AKRON, OHIO—Wagoner and Marsh 
Shoe Co. have leased the entire Stand- 
ard Savings Bank Building at 174 S. 
Main Street. Approximately $25,000 
will be spent immediately on alterations 
to the building which has a 25 foot 
frontage. After alterations have been 
completed the Wagoner-Marsh Co. will 
open one of the finest retail footwear 
stores in the state at this location. 
Stores of the company are located 
farther south in the same street at the 
present time. Several years ago the 
company operated both men’s and wo- 
men’s shoe stores in Canton in addition 
to its two stores here, but these have 
been discontinued. 


Under New Management 


PULLMAN, WASH.— The Emerson 
Shoe Store is now under new manage- 
ment and a complete reorganization is 
in progress. Moe Henderson, the new 
manager of the large shoe emporium in 
the college city, has elaborate plans for 
complete remodeling. In the expansion 
and improvement under way new lines 
of shoes and augmented stocks will be 
added as the large Washington State 
College, located here, prepares for its 
Autumn semester. 


Handsome New Store 


SEATTLE, WASH.—Black glass front 
and silver trim around an effective en- 
trance are stunning features of the 
new Cliff Armstrong Buster Brown 
Shoe Store recently completed in the 
University District. Green and buff 
predominate in the color scheme of 
this fine new store, that sets off the 
district close to the college campus with 
its exclusive shops. Complete new lines 
of brown built shoes for adults and 
children have been placed in the new 
shoe store. 


Knight Store Moving 


PORTLAND, ORE.—Will Knight, Grand 
Old Man of the shoe retailing business 
of this city, is moving the Knight. Shoe 
Company to the adjoining store at 708 
S. W. Morrison street, from its present 
location at 712 S. W. Morrison, on 
October 1st, where larger floor space 
for a more adequate array of shoes 
has been taken. 
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Shoe Department Expanded 


SEATTLE, WAsH.—Recently reorgan- 
ized and greatly expanded, the women’s 
and children’s shoe departments are 
prominent features of the revised J. C. 
Penney store on Second avenue. A host 
of improvements to further the retail- 
ing of shoes were placed on the second 
floor when these departments were ex- 
panded recently. 
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A FINE "ONE MAN" SHOE STORE 


Los ANGELES, CALIF. — The “True 
Step” shoe salon operated by C. H. 
Savard at 542 South Broadway is a lit- 
tle out of the ordinary run of shoe 
stores. It is very artistic, catering only 
to corrective shoe service. The inter- 
esting feature is that it is a “one man” 
store. The proprietor says that he 
finds there is more profit in the cor- 
rective shoe business, than selling 


novelty shoes. His store demonstrates 
how a man can start a shoe business 
and build a good living, with conscien- 
tious application and knowledge. Mr. 
Savard has enjoyed a wide experience 
in his 27 years retail shoe selling. He 
is of the firm opinion that the selling 
of corrective shoes is a great oppor- 
tunity to the small but conscientious 
merchant. 





Adds Children's Shoes 


DENVER, COLO.—The Republic Ortho- 
pedic Shoe Co. here is taking on a new 
exclusive line of children’s corrective 
shoes. The name has not yet been an- 
nounced, 

The store’s two owners, Dyke Lollar 
and A. C. Haaker, see a big field for 
development in the children’s corrective 
line in the near future. They report a 
steadily growing number of children 
being brought in for corrective treat- 
ment. Their idea is that as more and 
more adults realize the value of correc- 
tive treatment and fitting they will 
want their children to have this benefit 
while it will be most valuable. 


Store Moving 


DETROIT, MicH. — Thom McAn is 
moving the downtown store on Wood- 
ward Avenue a few doors north to an 
enlarged location at 2035 Woodward 
Avenue. The store opens Saturday, 
Aug. 18, and a complete line of new 
Fall shoes is to be featured in the 
opening. This is the former location of 
the W. L. Douglas Shoe Company store. 

Carl Dowell, district manager, is in 
charge of the opening, while Gordon 
Maxwell continues as store manager 
with the new location. 


New Store 


HICKSVILLE, OHIO—A new store, 
opened recently by the Taylor Shoe 
Co., which operates retail shoe stores 
in Kendalville, Ind., Auburn, Ind., and 
Hicksville, is managed by Earl Echhart 
formerly of the Kendalville store. 


Attractive Personal Letter 


LOUISVILLE, Ky.—The Boston Shoe 
Store, one of the oldest shoe stores in 
the city and locally owned, has recently 
gotten out a personal letter to their 
customers which has increased sales 
at this dull time of the year approxi- 
mately 20 per cent, though Mr. Fedler 
said that they had not yet probably 
gotten the full results of the advertis- 
ing. 

An attractively illustrated letter, 
stressing the idea that the store has 
been serving three generations, was of 
Louisville people sent to all their cus- 
tomers. The letter asked continued 
patronage and listed their types of 
shoes. A small newspaper advertise- 
ment tied up with this and the usual 
attractive window display. 


Moves Store 


Detroit, MicH.—Lee Allen, formerly 
operating the Shoe Counsellor Shop in 
the Stephenson Building, uptown, has 
moved to the heart of the city in the 
David Stott Building, opening as the 
Health Spot Shoe Shop. Plans for re- 
organization are in progress. 


Likes N. Y. Police Shoes 


LyNN, Mass.—“Our regulations call 
for black shoes when on duty, and that’s 
the only rule of footwear that we have. 
But we would like much a shoe service 
like that of the New York police.” 

That was the comment at police head- 
quarters here after the reading of the 
recent Record story about the new 
shoe equipment of the New York police 
force: 
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Day By Day In Every Way 
The Boot AND SHOE RECORDER is getting 
better and better. 
Edgar A. Roe, Detroit, Mich. 





Summer Demand 


TORRINGTON, CONN.—Owing to the 
continuing demand for Summer foot- 
wear from visiting vacationers, Buf- 
ferd’s Shoe Shop here has extended its 
Summer shoe season to Aug. 1, with 
clearance events scheduled during the 
first three weeks of August and intro- 
duction of early Fall lines during the 
final week, according to J. J. Hum- 
phries, manager. 

With thousands of persons pouring 
into the nearby Litchfield Hills resort 
area during the vacation period, the 
business of Bufferd’s store on white 
shoes has shown a steady increase over 
last year, Mr. Humphries told the Boot 
AND SHOE RECORDER. 

The store has been using a rack 
which extends clear across the rear of 
the store to clear its slow-moving items. 
All shoes on this rack are priced at the 
same figure—$1.95—and the rack has 
been instrumental in getting rid of 
many carry-over items and odd sizes. 
Black and white shoes, which did not 
move well this Summer, dominate the 
rack display. 

Summer shoes are being pushed in- 
tensively right up to the first of Au- 
gust. The first and second weeks of 
the month will be devoted to the annual 
sale, with a final cleanup during the 
third week, in which dollar days, blind 
packages and other stunts will be em- 
ployed, Mr. Humphries said. After 
this intensive clearance, the way will 
be paved for an introduction of early 
Fall models and children’s school shoes 
in the final week of the month. 


Anticipates Early Fall 


WORCESTER, Mass. — Local retailers 
are looking for good Fall business in 
both men’s and women’s shoes with one 
of the earliest seasons ever experienced, 

George W. Rivers, manager of the 
Heywood Shoe Store, retail, believes 
men’s shoes will find ready sale due to 
the fact that so many men bought white 
shoes this Spring and Summer making 
a change absolutely necessary He also 
looks for good women’s business, believ- 


ing that. blacks and browns will toss 
about 50-50. Suede combinations will 
be the big sellers, he judges, some of 
his purchased stock having patent 
trimmings in keeping with the style 
forecast of patent popularity. 

Samuel Cohen, manager of Crosby’s 
Shoe Store, is already showing and sell- 
ing Fall shoes. Demand, he reports, is 
good for the season with blacks ap- 
parently getting the lead on browns 
with the latter running a close second 
for choice. Suede combinations are in 
demand and sandals are apparently go- 
ing to have good sale, according to Mr. 
Cohen. 


Children's Shoe Trends 


CLEVELAND, OHI0O—Miss Mae Musiol, 
juvenile shoe. buyer of the Higbee Co., 
states that Fall buying is bound to 
start early this year and she will show 
Fall shoes beginning Aug. 1. In fact, 
a few scattered samples are already on 
display. 

This year, she says, youngsters went 
directly from Winter shoes to whites so 
there is a real need for the staple 
browns and blacks. The whites are 
now in shabby condition and parents 
are tiring of the continual cleaning 
process. This means they will be in to 
buy for Fall needs in August instead 
of September. . 

This buyer expects to feature gen- 
uine seal. Elk will also get the strong 
call. Genuine buffalo, and brown elk 


‘with shark tips will form an important 


part of the showing. 

At the present time, Miss Musiol ad- 
vises that brown shoes constitute about 
75 per cent of the boys’ demand with 
blacks ranking 25 per cent. In the 
girls’ line, browns rank over blacks 
about 6 to 1. 

While the demand for Fall shoes will 
come early this year, she states that 
heavy shoes will not be as popular in 
August as October. This is partly be- 
cause of the lightweight habit induced 
by Summer footwear including tennis 
shoes. The natural reaction to the 
warmer early Fall period is also a 
factor in the demand for lightweights 
over heavy shoes. 


To Feature Brogues 


DETROIT, MicH.—Brogue college type 
shoes for men will be stocked at Berke’s 
Boot Shop, exclusive Washington Boule- 
vard shop, for the first time this Fall. 
These heavy type shoes have never been 
carried here before, but with present 
style trends, an additional volume of 
business is anticipated, without cutting 
into the lighter shoes. 


Browns and blacks are given equal 


favor in both men’s and women’s de- 
partments, other colors being ruled out. 
A full line in both colors is planned. 
“A shoe that is worth while in black is 
equally worth while in brown” is a 
Berke policy. In women’s shoes, the 
trend is distinctly to suede trims, it 
is reported. 
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The nationally known traveling slipper 
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Managers Shifted 


Des MoINnEs, IA. — Rolland Fisher, 
Ottumwa, Ia., has come to Des Moines 
to become manager of the Miller-Jones 
Company Shoe Store. He was man- 
ager of a similar store for the company 
in Ottumwa. 

C. G. Phipps, manager for the Mil- 
ler-Jones Co. of Bloomington, IIl., is 
here temporarily assisting Mr. Fisher. 


Buys Harlow Shoe Store 


DALLAS, TEX.—Austin Shoe Company 
has acquired control of the Harlow 
Shoe Store, 1310 Elm Street, and has 
named Robert L. Christopher, manager 
of the new store. Mr. Christopher has 
been manager of shoe stores and shoe 
departments of stores in Texas, Okla- 
homa and California during recent 
years. He has planned to redecorate the 
entire store, and to boost an especially 
complete infants’ and children’s shoes 
department in elaborate decoration and 
promotion. 
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About People 


Miss Downey in Richmond 


RICHMOND, VAa.—Miss Mary E. Dow- 
ney has been appointed buyer of Thal- 
himer’s Juvenile Shoe Department. 

Miss Downey was formerly with Mc- 
Creary’s, New York, as buyer of the 
children’s department for three years. 


E. J. Neidig Transferred 


LOUISVILLE, Ky.—E. J. Neidig has 
been made manager of the Thom McAn 
store. He came here from Fort Wayne 
where he was with the same company 
and before that had been in their em- 
ploy in Springfield, Ohio. 


New Manager 


Los ANGELES, CALIF.—M. J. Hart- 
man, formerly a buyer for the main 
men’s shoe department at Bullock’s 
downtown department store, is the 
new manager of the Nettleton store, 
succeeding M. E. Houser who has re- 
signed. 


Appointed Assistant Manager 


PORTLAND, ORE.—Formerly with the 
Block Shoe Company, as well as with 
the Montgomery, Ward organization, 
Dave Ells has with this shoe experience 
behind him been recently appointed as 
assistant to K. G. Hansen, manager of 
the Vanity Slipper Shop. 


Harbaugh Joins Breetwor 


PuEBLO, CoLo.—R. L. Harbaugh, 
former junior partner in the Harbaugh 
Shoe Co. at Greeley, Colo., is now a 
member of the staff of Breetwor’s Shoe 
Mart here. The Harbaugh concern re- 
cently retired from business. 


Long in Leather 


Norwoop, Mass.—William T. Whe- 
don has been with Winslow Bros. & 
Smith Co., leather manufacturers, for 
53 years, and when he was 75, as he 
was recently, his associates gave him 
a gold watch, Hon. Frank G. Allen ten- 
dering the personal tribute that went 
with the watch. Winslow Bros. & 
Smith Co. have been making leather 
since Revolutionary times. 


Gone to Paris 


BEVERLY, Mass.—George W. Deshon, 
chief of the mechanical engineering 
staff of the United Shoe Machinery 
Corp. factories here, sailed last week 
for Paris, where he will join the French 
staff of the corporation. Before his de- 
parture, friends tendered him a dinner, 
and presented him with a gold watch 
and other remembrances, George C. 
Thomas, assistant vice-president of the 
corporation, presiding over the exer- 
cises. 
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To Manage Leahy's Dept. 


New Beprorp, Mass. — Andrew 
Nichols, formerly associated with 
Nichols & Damon, shoe retailers, for 
many years, has become manager of 
the shoe department at Leahy’s, local 
men’s clothing and furnishings store. 
The department has previously been 
under the guidance of M. J. Leahy, 
owner of the business. Mr. Nichols 
states that the department is to be en- 
larged and remodelled. 


Peers at Barnett's 


PASADENA, CALIF.—E. B. Peers, well 
known Pasadena retail shoe merchant 
who recently sold his interests in the 
Peers Shoe Company here, has been ap- 
pointed manager of Barnett’s Bootery 
at 161 East Colorado Street. Under 
Mr. Peers direction, Barnett’s is going 
more definitely into style merchandise 
featuring shoes for the entire family. 

An added feature is a complete line 
of dancing shoes, including toe slippers, 
tap slippers, and ballet slippers. 

Mr. Peers takes the place of C. R. 
Elliott who has been appointed man- 
ager of Stoner’s shoe store at 249 East 
Colorado Street. The Stoner’s store re- 
cently located in new quarters carries 
complete lines of shoes for the entire 
family, at popular prices. 


Clever Advertisement 


metal rings true 


Top Black suede 


ouly at 
Burdine’s 











MIAMI, FLa.—lIntroducing the new 
metal-trim suede shoes Burdine’s ran a 
quarter-page advertisement that clever- 
ly told the story. “Metal rings true,” 
it read; then followed a description 0! 
three of the newest models. “Daring” 
Perhaps! New? Utterly! Keynote to 
the times? Positively! Metal in a 
metallic age! And look at the lines— 
sophistication to the nth degree. High. 
high heels, short, short vamps and a 
result that makes a number five look 
like a tiny three!” 
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resale price as quality merchandise is being sold. 


Johnson’s Foot Comfort Devices are “Flexible as a Human Foot”. 
CALLUS CUSHIONS—ARCH MOULDERS—HEELKUPS — 


TREAD BALANCERS—thenew Long Shank METATARSAL RELIEF. 
: Quality does make a difference. 

Cheaper merchandise can be made, but the dealer in quality merchandise 
need never fear shoddy imitations. 


Infringements of our patents are now being prosecuted, further prosecu- 
tions are being prepared and will be acted upon shortly. 
our merchandise will be maintained, the utility of it will be enhanced, and 
our dealers and jobbers will be protected against infringers of our patents 
as quickly as action in the Federal courts permits. 


Better merchants will not sacrifice their trade for a few cents extra profit by selling cheap, shoddy merchandise at the same 
Inferior merchandise does not bring repeat business. 


Remember, customers may buy cheap, shoddy materials once, but cheap merchandise has a tendency to tear down quality 
reputation, and your entire store may suffer loss of business because of the few cents extra profit on a single item. 


If you are not acquainted with JOHNSON’S FOOT COMFORT DEVICES write for samples of the items in which you 


JOHNSON PRODUCTS, INC. 


The quality of 
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The Heel Conformer in Use 


PATERSON, N. J.—A retail shoe man 
here, Herman Metz, has, out of the rich- 
ness of his shoe store selling experience, 
invented a machine which he claims will 
do many things in making shoes more 
comfortable to the wearer and will 
make the settling of complaints vastly 
easier. 

This machine which he has placed on 
the market is called the Metz Heel Con- 
former. When seen at his office at 203 
Market St., this city, Mr. Metz stated he 
has proven that this machine will over- 
come shoes slipping in the heel; gaping 
at sides, making blisters at heels; will 
help in adjusting short shoes as well as 
many other practical usages 

Sometime ago, Mr. Metz stated, he 
sensed the hazards and complaints of 
retail shoe selling. He saw the many 
problems confronting the retailer, chief 
of which were and are—complaints and 
loss of customers. The result was the 
developing of the Heel Conformer. 
Many shoe stores, he states, are ex- 
periencing some remarkable results 
through having one of these machines 
in operation in their store. 


Broad Toes for Fall 


CuicaGco, ILuL.—Walter Gable, man- 
ager of the shoe department at Mar- 
shall Field & Co.’s Store for Men, an- 
ticipates no radical change in men’s 
styles for Fall. 


“Our stocks will run the whole gamut 
of styles,” said, Mr. Gable, “but we don’t 
plan on making a big play on any par- 
ticular one. I look for medium broad 
toes to continue good. The narrow, 
pointed ones we don’t expect to run 
into volume in Chicago. I see no indi- 
cations of a lot of panels, fancy stitch- 
ing, etc 

“While brogues fell below expecta- 
tions last year, I feel that under ordi- 
nary conditions they should be good. 
It is well to note that college men have 
embraced conservatism and no longer 
are pace setters on circus styles. Busi- 
ness men, in our opinion, will continue 
to want lighter, more comfortable types 
of shoes.” 


Mr. Gable pointed out that in the last 
two or three years there has been a 
very decided swing, in the better grades, 
toward good plump uppers, insoles and 
cutsoles, etc., so molded at the fac- 
tory that the stiffness is all eliminated 
and the customer walks out in a ready 
broken-in shoe. He looks upon this as 
an increasingly important sales factor. 


Buying Fall Shoes 


SALT LAKE City, UTtAH—“Our Fall 
buying has started off with extra en- 
thusiasm this year,” declares Steve 
Huff, manager of the Keith O’Brien 


Shoe Department. “This probably is 
to be attributed to the long white sea- 
son and the fact that women are tired 
of white and is looking forward to get- 
ting into her first Fall outfit. There 
also seems to be a distinct tendency to- 
ward buying better shoes which we take 
as a favorable buying trend and a def- 
inite indication of general improve- 
ment of conditions.” : 


Indian Summer Shoes 


Boston, Mass.—Indian browns for colors, 
Indian moccasin vamps, Indian fringes for 
trims, and a few other deft adaptations of 
the Indian art mark a new style here 
in the women's high grade trade. The shoes 
are for Indian summer. 


Shoe Silks Featured 


NEw York, N. Y.—Shoe departments 
will be in the vanguard of the Silk 
Parade when it starts in New York on 
Sept. 10, and sweeps across the country 
from Sept. 17 to 22. This is a nation- 
wide presentation of silks and silk mer- 
chandise in every department of the 
store. Fashion has decreed that to go 
with the rick, elaborate dress silks be- 
ing used this year, shoes must also take 
on a formal air. 

Shoes of silk fabrics promise to have a 
more than usually important place in 
the fashion picture this fall. This is 
accounted for by the general feeling for 
greater formality in dress, and likewise 
by the attention called to footwear by 
the extreme slenderness and simplicity 
of the fall skirts. The tendency to slit 
skirts, both for daytime and evening, is 
another factor in drawing attention to 
footwear, and also to hosiery, their in- 
separable companion. 

Many of the leading footwear design- 
ers are featuring afternoon or cocktail 
shoes in heavy silk crepes, and occa- 
sionally in moire. They often show 
variations of the oxford theme, with 
cut-out throats, rather high in front, 
and novelty lacings. Opera pumps are 
also very important for these types. It 
is a favorite theme to trim them with 
strips of a different silk fabric, such as 
satin, or with straps and pipings of 
metalized kid. So much attention is be- 
ing paid to dressy afternoon types in 
dresses that there will be a definite 
place for this type of shoe this fall and 
winter. Black is expected to be out- 
standing for afternoon shoes in silk, . 
with some interest shown in browns. 
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MRS. DAY’S IDEAL BABY SHOES 


Infants’ Soft Soles.. 
Intermediates ....... re 5 
Flexible Hard Soles..2-8 
Bend for In-Stock 
Catalog 
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MONDL’S “PLA-SANDAL” 
Women and Growing Cirls 
UCO PROCESS, NO STAPLES 
Made over Brouwer’s Research Last No. 8. 
Popular Price Hygienic Health Shoe. 
Porous leather used. 
IN-STOCK 
No. 1953—Brown and 
White, black and white, 
all white, or Vi 
Rubber sole and h 
$1.98 Retalter 
= pairs to the case. 
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for men and boys. 
Circular on request. 
MONDL MFG. CO. 
Oshkesh, Wis. 
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Scalloped Collars 


Boston, Mass. — New fall novelties 
here have scalloped collars, and some of 
the collars also have perforations and 
fancy stitches. 

These collars are of leather to either 
match or contrast with the leather of 
the quarters. They’re of the turn up 
type. That is, they.can be turned up 
in rough weather. 


BOOT AND SHOE RECORDER, August 25, 


Trade 
Doings 


Good Window Trim 


LOUISVILLE, Ky. — Tom Van Hoesen, 
of the Bostonian Shoe Store, specialty 
shoe store for men, had an attractive 
idea for his Summer shoe sales. Against 
the back of his show window was a red 
board showing the price reductions, 
marked on the board with lengths of 
white rope. Just under it were two 
ordinary bushel baskets which had been 
gilded. From them sport shoes spilled 
out on to two red velvet runways placed 
against the baskets. A sign on the 
baskets read, “Bushels of value in these 
shoes.” Inside, these same sports shoes 
were displayed on a table and over it 
hung a picture of a full rigged yacht 
on a redcloth background, with the cap- 
tion, “Summer Sails” and the prices be- 
low. Mr. Van Hoesen said that the 
shoes were all odds and ends, odd sizes 
and discontinued lines and the window 
brought people in and helped to dispose 
of all this surplus stock. 


Women's Shoes Larger 


LYNN, Mass.—Last makers report 
the largest demand ever for lasts of 
sizes Nos. 8, 9 and 10 for women’s shoes. 
They ask not the reason why. They just 
make the big ones. It was only a few 
years ago that the size run for women’s 
shoes stopped at No. 8. Now it’s up to 
No. 10, and there are some signs of it 
breaking over that mark, It already 
has done so in the health and corrective 
shoe trade, in which shoes of sizes No. 
11 and No. 12 are made in the regular 
routine. 

The gain on the sizes Nos, 8, 9 and 
10 is on novelty styles for street wear. 


Visits Shoe Factory 


New York, N. Y.—The home eco- 
nomics class of New York University 
paid a visit to the I. Miller shoe fac- 
tory at Long Island City. Through this 
visit they learned to appreciate what 
an important part the shoe plays in the 
fashion picture—its very foundation, as 
it were. 

The New York University students 
were extremely attracted to the styles 
and leathers and colorings which they 
found interesting and novel. It was 
then that they felt the creative mind, 
the observing eye and deft hand that 
brings individual charm to the design- 
ing of shoes. 

The students never realized that there 
are 350 operations which shoes have to 
go through. From the time the design 
is drawn, the pattern made, the leather 
cut—until they are stitched and placed 
on a last for ten days, every shoe has 
had an individual treatment. 

These N. Y. U. students are teachers 
from various out-of-town schools who 
take advantage of the special home eco- 
nomics course that N. Y. U. offers 


1934 


Sailors Visited "The Shoe" 


BEVERLY, MAss.—The cruiser Chicago 
droppéd anchor in the harbor, and of- 
ficers and members of the crew took 
advantage of their shore leave and 
visited “The Shoe,” as the big plant of 
the United Shoe Machinery Corp. here 
is known, and the naval men were 
greatly interested in shoe machines, and 
there were discussions of the manner of 
the making of navy shoes. 

All the navy men wore black shoes, 
and some of them envied the white shoes 
that the machinery men wore. 


Carries Only Women's Shoes 


LORAIN, OHIO — The Fashion Shop, 
women’s wear and shoes, has been open- 
ed at 654 Broadway. Shop carries wo- 
men’s shoes only. 


New Store 


NEw BEpForpD, Mass.—Phillips’, oper- 
ated by the Harpel-Phillips Shoe Co., 
Inc., has started a new business at 880 
Purchase St. 


Trade 
Literature 


Issues Die Cut Catalog 


St. Louis, Mo.—The Juvenile Shoe 
Corp. has issued a most attractive 
catalog which is unique in the fact that 
it is a die cut booklet. The “Clinic” 
shoe is featured, and is “For Girls Who 
Stand on Their Own Feet. Fashionably 
Styled Occupational Footwear.” 

These shoes are not so much of a 
“nurse” shoe proposition as they are 
for general practical wear for girls who 
stand on their feet in the course of their 
daily work. 


Green Fall Catalog Out 


The semi-annual in-stock catalog of 
The Green Shoe Mfg. Co., Boston, 
Mass., is now being mailed to retailers 
interested in high-grade juvenile foot- 
wear. This new issue, illustrating and 
listing sixty-four numbers, covers both 
the regular welt lines for infants, chil- 
dren, misses and growing girls, and the 
Stride-Rite line of feature shoes in the 
same size runs. Junior Arch Preserver 
Shoes, another product of this company, 
are featured in a separate catalog. 

Particularly notable in the new Fall 
and Winter line is the marked tendency 
toward adult styling in the growing 
girls’ sizes, and an original, gored ox- 
ford pattern which has proved so 
popular that patent applications have 
been made to protect the construction 
from infringement. 

The Green line, according to the 
catalog is made over lasts especially 
designed for growing feet in a wide 
range of sizes and widths, and stocked 
at the factory in one of the most mod- 
ern and efficient stock departments. 
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ILLINOIS COLLEGE 


D FOOT SURGERY 


“a 


Students in Famous 
Foot Clinics of 
Chicago. Over 
35,000 foot cases are 
treated annually. 


CHIROPODY offers an attractive 
profession to those interested in entering the practice 
of this branch of medical science. 

Illinois College of Chiropody and Foot Surgery is now 
in its twenty-second year as a leading educational 
institution in this specialized field. Three year course 
leading to degree of Doctor of Surgical Chiropody. 
Three buildings, wide recognition, scientific equipment, 
eminent faculty of chiropodists, physicians, surgeons, 
chemists and orthopedists. Excellent clinical facilities. 
High school education or the State Department of 
Education equivalent required for entrance. For bulle- 
tin write the Registrar, Dept. 2253. ; 
Illinois College of Chiropody and Foot Surgery 
1327 North Clark Street Chicago, Illinois 














Wants to Represent 


Manufacturer 


A New York City nationally known 
retailer of Women’s, Men’s and 
Children’s shoes desires to establish 
himself as a manufacturer’s repre- 
sentative with headquarters in New 
York City. Capable of styling a line 
in any grade, has contact and entree 
everywhere, and with years of ex- 
perience is able to help, if necessary, 
the buyer with his problems. Com- 
mission basis. 


Address Mr. A. B. C. 
BOOT AND SHOE RECORDER 
239 W. 39th St., New York City 








You will like the 
atmosphere and 
convenient loca- 


FTTH: FEEL tion of the 


HOTEL VICTORIA 


7th Avenue at 5Ist 


NEW YORK 


1000 ROOMS . .. AND WHAT ROOMS 
THEY ARE. BRIGHT AND AIRY. EACH 
WITH PRIVATE BATH AND RADIO 


$2.50, $3, $3.50 Single 


Roy Moulton, Executive Vice-President & General Manager 





TO RETAIL $7 TO $8.50 


R 1025.Brown Kid 
AAA—EE 5—I5 y 


In-stock x 
R 1023.Black Kid 


Smart Sport Numbers 

Also 
The Doctor Shoe is the merchant’s one “best bet” 
as a feature line for holding repeat business, es- 
pecially where foothealth with style, backed with 
quality, is wanted. 
The Doctor Shoe gives orthopedic support to feet 
needing such; and keeps good feet correctly 
“housed.” 
Colorful merchandising helps are supplied, for making 
an effective window display. 


The franchise for your 


town may be open 
Details on request 


Write for 
CATALOG 


COMPANY 











RACINE 


wisconsin 


When writing advertisers please mention Boot and Shoe Recorder 
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Riding Boots 
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JUSTIN BOOTS 
Famous Since 1679 


A COMPLETE LINE OF STYLES IN 
STOCK AND CUSTOM MADE 
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Dancing Shoes and Taps 
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TAP 
DANCE 
SHOES 


Stock 


@LACK CALF 
PAT. LEATHER 


Women’s 
A-B-C 2% -8 
$1.55 


OWENS SHOE Co. 


28 Goodhue St., Salem, Mass. 











Buffalo Retailers Outing 


BuFFALo, N. Y.—An outing which 
150 members of the Buffalo Shoe Retail- 
ers Association attended was held at 
the Orioles Patrol Home. 

Jack Schmahl, Buffalo district sales- 
man of the United States Rubber Com- 
pany, acted as toastmaster. He present- 
ed the speakers, Assemblyman Howard 
W. Dickey and Councilman Adon W. 
Crosby of the University district. To 
John Schlenker, Buffalo’s oldest shoe 
man, Mr. Schmahl presented a hand- 
some lamp. Mr. Schlenker missed only 
one of the association’s outings in the 
last 25 years. 

Opening the day’s program, the soft- 
ball team representing the traveling 
men defeated the team representing the 
salesmen, 3 to 2. Robert Holmes and 
George L. Seifert won the quoit-pitch- 
ing contest. The novelty race was won 
by Edward Heller; second, Fred Gei- 
sler. The wheelbarrow race was won 
by Benjamin Etkin and Clarence I. 
Lanich. 

Harry J. Deters, business manager of 
the association, was chairman of the 
outing. Assisting were Edward Schell- 
erman, William Goldback, M. H. San- 
tercole and George L. Seifert. 
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The 
Selling End 


Jim Estes Joins Eaton Co. 


os 


JIM ESTES 


“Jim” Estes, who has covered the 
South, Southwest and Pacific Coast for 
the past 20 years for N. B. Thayer Co., 
is now with Chas. A. Eaton Co., Brock- 
ton. He will cover the same territory, 
starting out with the Spring line Sept. 
25, calling on the Southern trade first, 
then to the Pacific Coast and the North- 
west. 


Changes Headquarters 


Detroit, MicH.—R. E. Shultz, state 
representative of the Musebeck Shoe 
Company, has moved his home and 
headquarters from Detroit to Lansing, 
Michigan. He is now at 109 West Hills- 
dale Street. The new location is cen- 
trally situated in the State, to cover the 
entire territory to greatest advantage. 


C. C. Crisler Recovering 


Los ANGELES, CaL.—C. C. Crisler, 
widely known shoe traveler, repre- 
sentative in southern California of the 
Selby Shoe Company, is recovered from 
a major operation recently performed 
in a Los Angeles hospital. 


W. M. Jarman Travels Abroad 


NASHVILLE, TENN.—Mr. W. M. Jar- 
man, president of the General Shoe 
Corporation, makers of the “Friendly” 
shoe, “Fortune” shoes, “Sky Rider” 
shoes and “Davidson” shoes, sailed 
from New York Sunday, Aug. 12, 
aboard the Europa for a month’s stay 
in Europe. He was accompanied by 
Mrs. Jarman.. Mr. Jarman’s trip will 
include England, France and Germany 
and a quick summary of the foreign 
situation. 


August 25, 1934 


Jobber Moves 


New York, N. Y.—Altman-Talcott 
Shoe Co., Inc., have moved to new quar- 
ters at 158 Duane Street. In addition to 
their “Grand Opera” line, they are also 
stocking a full line of women’s novelty 
footwear. 


Delaney in Maine 


LEWISTON, ME.—W. L. Delaney, for- 
merly of W. L. Delaney Shoe Co., of 
Beverly, Mass., is now with Holmes, 
Terhune Co. of Lewiston, makers of 
women’s shoes. 


George Field With Simplex 


George B. Field, well-known New 
England salesman, has recently joined 
the sales staff of the Simplex Shoe 
Manufacturing Company of Milwau- 
kee. Mr. Field will cover the entire 


GEORGE FIELD 


New England territory, presenting to 
the trade the well-known line of Flex- 
Eze Juvenile Footwear. Previous to 
this connection he had been represent- 
ing for the past several years the Ban- 
croft ‘Walker Company of Waltham, 
Mass. 


Carload of Men's Shoes 


Los ANGELES, CAL.—A full carload 
of men’s Fall shoes arrived here for 
the C. H. Baker Shoe Stores. The 
shipment totaled over 7000 pairs. 

“We confidently expect a good Fall 
business,” says C. H. Baker, pioneer 
southern California shoe merchant, 
“and everything points toward a con- 
tinued upturn in general business con- 
ditions. We are very optimistic of the 
future.” 

The Baker company, founded 33 
years ago, now has 10 stores, the last 
addition having been installed recently 
in the fashionable Wilshire district in 
one of the finest locations on Wilshire 
Boulevard. 
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“How nice . 


they look inside!” 


Successful retailers know 
that the inside as well as the 
outside of a shoe must be neat 


and trim in appearance. 


Du Pont Pontan Quarter Lining, 
because of its uniformity and 
practical working qualities, is at- 
tractive in appearance and will 


impress the customer favorably. 


It is furnished in white, gray, fawn 


and other appealing colors. 


NI 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When. writing advertisers please mention Boot and Shoe Recorder 
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it TOES Catch the 


Feminine Eye 


And that's the first step in the 
successful merchandising of 
evening sandals. 





TEEPE EEE 


Fairy Twinkle Toes show women 
how charming "open toes" will 
look on their own feet. Dis- 
played in your window they at- 
tract every passer-by and lead 
to many spontaneous sales. 




















Fairy Twinkle Toes are available 
in two effective styles . . . glossy 
black with silver nails, and flesh- 





SHOE FORM CO. 


AUBURN, N. Y. 


Licensed Manufacturing Branches 
United Last Co., Ltd., Montreal, Que. 


Northampton, England 
Frankfort, Germany 


Factory 
Changes 


Elby Reorganization 


EpuHrRATA, Pa.—Elby Shoe Company, 
Inc., announces that a Reorganization 
Plan has been assented to by more 
than a majority of stockholders and 
that the District Court of the United 
States for the Eastern District of 
Pennsylvania at Philadelphia approved 
the same on Aug. 9, 1934. 

“The plan calls for an adjustment 
of the capital structure of the present 
company, whereby the new capitaliza- 
tion will consist of non-cumulative 
prior preferred, preferred and common 
stocks. The plan does not affect the 
outstanding obligations, both present 
and future, contracted for current .op- 
erations and the business of the com- 
pany will continue without interrup- 
tion,” reports H. E. Rohrbach, general 
manager. 


Enlarges Factory Facilities 


LOGAN, On10—The H. C. Godman 
Co. of Columbus, which recently estab- 
lished a unit here for the manufacture 
of children’s and growing girls’ shoes, 
announced the purchase of a garage 
building adjoining to be used for stor- 


Paris, France 
Melbourne, Australia 


colored with rose. 
want both for your Fall Line. 


You will 





age. The unit is now employing 215 
workers and the daily output is 2400 
pairs. 


Locates in Bristol 


BRISTOL, R. I.—The Paramode Shoe 
Co. has moved here from Haverhill, 
taking space in the rubber factory for 
making women’s shoes. 


Three Generations 


HampsteaD, N. H.—William Emer- 
son is the third of the family in W. A. 
Emerson’s Sons making shoes here, the 
factory now getting out 2000 pairs of 
women’s shoes daily. 


Developing Lastex 


PROVIDENCE, R. I.—The U. S. Rubber 
Co. is developing new uses for lastex, 
and is increasing output of this new 
material. It is reported that the fac- 
tories here, employing 2000, will be put 
on full time. 


333 Hides in One Belt 


HARTFORD, CONN.—A belt made of the 
backs of 333 steer hides has been sent 
by the Hartford Belting Co. to a steel 
mill. It weighs 2400 pounds, is 152 feet 
long, and it will transmit 900 horse- 
power as it travels at the rate of a mile 
a minute, which is a remarkable in- 
stance of the strength of leather. 


Obituary 


Samuel B. Herzfeld 


SAMUEL B. HERZFELD 


BALTIMORE, Mp.—Samuel B. Herz- 
feld, who represented the firm of D. 
Myers & Sons, Inc., in the leading 
cities of the Middle and South West, 
was seriously injured about six months 
ago in an automobile accident, but had 
a marvelous recovery and had just got 
back to work when he succumbed sud- 
denly in Little Rock, Ark., on Aug. 15. 
Mr. Herzfeld was widely known and 
many friends and customers express 
sorrow over his sudden death, espe- 
cially after such a plucky recovery. 
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“gown TO THE Woon: 


1934 


AN IMPORTANT CONTRIBUTION 
TO IMPROVED SHOEMAKING 


[A] The Saddle Insole has become an important feature 
in the construction of several makes of arch support shoes. 


[B] The use of the “Down to the Wood” principle in last 
design has contributed materially to the effectiveness of 
uuumay this feature. The last is grooved so that the insole saddle 
~ fits perfectly into the recessed section of the last. 
[¢] By the use of this method the saddle fits closer and 
more snugly to the foot and gives added support. Unless 
this method is used the saddle has to be skived so thin 
ing in order to preserve the lines of the last that it is of no 
“1 practical value in the shoe. 
15. 
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CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 














SALESMEN WANTED 


SALESMAN WANTED 


POSITION WANTED 











line. 





W —Salesmen—States—Missouri and Southern Illinois, 
A NT ED Kansas and Arkansas, Michigan, Indiana, to sell short 
in-stock line women’s popular priced novelties on commission. 
perience and give list of customers sold. Can be sold with non-competitive 


HANNAHSONS SHOE COMPANY 


State ex- 


Haverhill, Massachusetts 








ALESMEN, SHOES, GENERAL JOBBING 
AND FACTORY ‘LINES AVAILABLE. 


TERRITORIES AVAILABLE. 


D-827, CARE BOOT & SHOE ea 
ad Mood 39TH STREET, NEW YOR 


‘ 





Two salesmen wanted for general line in 
Detroit and Cleveland. Must have follow- 
ing. Address D-829, care Boot & Shoe Re- 
corder, 209 So. State Street, Chicago, Ill. 





HOE salesman to handle complete line of 

bows, ornaments, and findings as side line 
for Virginia, Carolinas, Georgia, Florida, Ala- 
bama, Mississippi, Texas, Louisiana, Tennessee, 
Kentucky, Oklahoma. Boston Shoe Findings 
Co., 140 Lincoln Street, Boston, Mass. 








BUSINESS OPPORTUNITY 





WANTED: To know if there is a manufac- 
turer with vision enough to appreciate an 
idea in a flexible (archless) shoes that has 
proven a seller and business builder—a shoe 
that would be sold to one dealer in each city. 
If interested, address D-833, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 
ms ke 








FOR LEASE 





HOE DEPARTMENT $2-$3-$4. In beau- 

tiful women’s dress-hat shop. Equipped. 
100% location. Large, active midwest city, 
150,000 population. Act quick. Address 
D-832, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








LINE WANTED 


BY. experienced salesman with fine following 

isconsin, Iowa, Minnesota and Ne- 
Not only can sell ’em but know how 
to style °em. Women’s line preferred. Address 
D-836, care Boot & Shoe Recorder, 209 So. 
State Street, Chicago, Ill. 





braska. 


HOE man, aged 30, 12 years’ experience, de- 

sires position as manager or buyer. Com- 
plete knowledge of sales promotion, merchan- 
dising and window dressing. Will consider any 
reasonable offer if position has possibilities. 
Address D-831, care Boot & Sh " nee, 239 
West 39th Street, New York, 





R. MANUFACTURER - WHOLESALER. 

This shoe stylist salesman will produce 
profitable volume business year ‘round. His 
original, novel, practical designs, products, plans 
will do likewise to your entire organization. 
Many years’ experience. character, repu- 
tation. Desire change and opportunity where 
brains and originality will be appreciated. Ad- 
dress D-830, care Boot & ~~ Recorder, 239 
West 39th Street, New York, N. Y. 








WANTED TO PURCHASE 





vad my yriced line shoes, house-slippers, 
for O ave covered state fifteen years. 
Travel = ‘auto. Address D-835, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





POPULAR priced women’s shoes to sell in 
connection with line of children’s shoes in 
Middle West territory. Have established line 
of accounts. First class references. Address 
D-828, care Boot & Shoe Recorder, 209 South 
State Street, Chicago, IIl. 








FOR SALE 


NUSUAL opportunity for shoe dealer. 

Eighty ft. store, modern shelving and fix- 
tures, complete. All you need is merchandise. 
Location—old established shoe business. Cor- 
respond or call. Mrs. Nellie E. Quick 104 
Titus Avenue, Ithaca, N. Y. 








Buyers of Surplus Stocks 
We will buy surplus or entire stecks of shoes 
frem mrnufacturers, jebbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 


106 Duane St. New York 
Phone Werth 2-5377 and 5378 








WE BUY 
or 8 us ‘Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, 
tonians, Etc. 


IRVIN RUBIN 
“The House of Jobe” 

8o Ge Renée St. Cer. Church 
Phone Barclay 7-7887 New York City 





FoR SALE: Shelving and fixtures of modern 

shoe store, delivery August 31st. For Rent: 
Established shoe store location with or without 
fixtures and shelving in this city of 55,000. 
Write H. M. Johnson, 626 Edgmont Ave., 
Chester, Pa. 





HOE sstore in New Jersey—figures prove 
overhead. Reason for selling—illness. No 
auctioneers. Address D-834, care Boot & Shoe 
a - e 239 West 39th Street, New York, 





POSTER @ DEUTSCH 


436 Grand St., New York City 
Phone Dry Dock 4-0352 
—BUY FOR CASH— 
entire or surplus stocks of 


SHOES—DEPT. STORES 
Leases assumed Transactions confidential 














Minimum charge 75 cents. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 


For all other classified advertisements the rate is 7 cents per word. Minimum charge 
$1.25. When a box number is desired twelve words should be added for the address. 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum oi 45 words. 
Classified advertising is payable in advance. 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication. 


In all other cases each 
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HOTELS 








In New York.a hotel 
-moderate in price 
and convenient 





/ 


\ eos 


\ 
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FIREPLACE IN COLONIAL RESTAURANT 

@ Moderate in price...an ideal place to 
stay in New York. Single from $1.50. 
Double from $2.50. Weekly rates. 
@Convenient...in the center of the 
shopping district, one block from Fifth 
Avenue and Penn. Station. 
@ Good food...you’ll enjoy our meals 
prepared by women cooks...only fresh 
vegetables used...home baked pastry. 
@ We will gladly send you on request 
an illustrated descriptive booklet with 
a beautiful map of New York City, 

1. M. WIESE 


Motel Manager 


Herald Square 


116 WEST 34th STREET - (Opposite Macy’s) 
NEW YORK 








Strong Window Display 


OMAHA, NEB.—By way of introduc- 
tion, the Brandson Shoe Shop, first 
floor of the Brandeis Stores, featured 
a 10-day display in one of the large 
windows. This was to tell the trade 
what would be in style for Fall wear. 
Instead of grouping several pairs in 
the usual way, only 18 pairs of shoes 
were displayed, with each one a feature 
in itself. 

How? By placing the shoes in port- 
holes, artistically arranged in the win- 
dow background, and also adjusting the 
individual pairs on a shadow box with 
special lighting. Each porthole was 
complete in itself. The window, 14 x 
7-8 feet, had a general color scheme of 
yellow and brown, appropriate for Fall. 

The shoe shop was also redecorated 
and the same colors used. The de- 
partment is immediately noticed on 
entering the store. Along the wall 
border is again seen the portholes so 
aptly used in the window. G. A. Peck, 
manager of the Brandson Shoe Shop, 
predicts 80 per cent of sales to the 
Fall trade will be blacks and dark 
browns, although Mr. Peck is banking 
rather strongly on blues and greens for 
the early Fall business. 
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Finds Fabrics in Demand 


Lone BracH, Cau.—A. F. Mussel- 
man, president of The Quality Boot 
Shop, Inc., is finding a big early sea- 
son demand for fabrics, such as 
gabardines, repspun, etc., in black, 
brown, blue and some gray. 

Both pumps and ties are selling well, 
the latter in this store not running 
above four eyelets in height. 

A few leaders right now are as fol- 
lows: 

A brown gabardine with brown kid 
tip, plug, and quarter, four-eyelets, 17-8 
boulevard heel. The kid trim is out- 
lined with several parallel lines of 
beige colored stitching. This number 
also comes in blue and black. 

A second leader in high style shoes 
is also in gabardine in brown, black, 
or blue, hand-made pump, 17-8 heel, 
boulevard type, patent leather covered. 
This number is practically plain on the 
inner side, the decorative effects being 
on the outer side. There is a narrow 
patent leather collar band and shield 
tip of patent leather with gray stitch- 
ing. 

A few crushed kid numbers also are 
meeting with a quick response. One 
of these and perhaps the most out- 
standing, is a pump which comes in 
the three leading colors with brown and 
blue leading. Features are the 
novelty tip set-off with narrow inlays 
ef patent leather stripping. Near the 
top of the counter semi-circling it a 
smart effect has been accomplished, 
with three narrow inlay strippings of 
patent leather corresponding to those 
at the tip. The plainness of the side 
is also relieved with two up-and-down 
similar strippings. The heel is the 
boulevard type, 17-8. Mr. Musselman 
looks for good all-Winter sales on this 
number. 


Volume in Children's Shoes 


DALLAS, TEx.—W. A. Green’s shoe 
department has just chalked up one 
of the biggest sales seasons on chil- 
dren’s shoes in the history of the de- 
partment. Two things are primarily 
responsible, believes John F. Willis, 
shoe department manager. Says he, 
“We maintain a close mark-up on chil- 
dren’s shoes to meet the popular price 
demand and we handle quality shoes to 
insure return business.” 

Mr. Willis has found from experience 
the prevailing demand is for shoes at a 
price, and that quality is secondary to 
price with the biggest percentage of 
parents. 

Thirty per cent of the department’s 
business is done in children’s shoes and 
Mr. Willis handles just enough cheaper 
merchandise to show parents the com- 
parison between this and better qual- 
ity. “When a parent asks for ‘the 
cheapest pair you have because John- 
ny wears them out and outgrows them 
so fast!’ we always show him the shoe 
he has asked for. Then we take the 
privilege of bringing out a better shoe 
and comparing the workmanship, 








BUSINESS OPPORTUNITY 








Money in Foot Correction— 


BE A TECHNOPEDIST 


Our graduates are building successful prac- 
tices in this new and dignified profession. 
Home Study Course, including working 
models and equipment, furnished at low cost. 
Easy terms. Write. 

THE TECHNOPEDIC INSTITUTE 
140 Boylston St. Boston, Mass. 

















MERCHANTS’ NEEDS 








Quality POMPOMS 
for SLIPPERS 


also various kinds for any 
ornamentation. 
Skilled makers . Established 1918 





THE POMPOM SHOP g 
337 RIVER ST. HAVERHILL, MASS. 
= eee 








J e 
Fall Display Materials 
IN STOCK NOW 
Complete line of draping materials, floorings 
and ribbons, especially selected for shoe store 
window display. 
Arrow Decorating & Fixture Co. 
34 N. Fourth St., Philadelphia, Pa. 
Write for Samples 

















leathers, and fit. We state that we can- 
not guarantee and do not advise buying 
the cheaper shoe. 

“We answer the ‘outgrowing’ argu- 
ment by informing the customer that 
the average parent unknowingly buys 
his children’s shoes too short and too 
wide. Instead, we state, they should be 
fitted in a longer and narrower shoe to 
allow normal growth of the foot. We 
also advise that a child’s foot will grow 
only one-tenth of the width in the same 
period of time that it will grow a full 
size in length. 

“If you buy the better shoe,’ the 
mother or father is told, ‘you will find 
your child wearing his shoes six months 
longer than the cheaper shoe which is 
poorly fit. Therefore the saving, after 
all, is the same and the child has had 
the advantage of a more comfortable 
and better shoe.’ 

“We have found that by educating 
parents to proper shoe fitting and to 
better quality merchandise, we have 
converted and can swing 80 per cent 
of this cheaper shoe trade into better 
merchandise.”’ 


Closes One Store 


HUNTINGTON PARK, CAL.—Vic Eim- 
ers, who has been operating three 
stores in southern California, has closed 
his Enna Jettick Store at 6552 Pacific 
Boulevard. Barnett’s Bootery, S. E. 
Townsend, manager, located at 6349 
Pacific Boulevard, has taken over the 
exclusive agency for Huntington Park 
for the shoes formerly handled here by 
Mr. Eimers. 
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To 
Our Advertisers In This Issue 





Next Week 


September sounds the call of back to 
school and college, and hoists the signal 
for Fall business in juvenile and youthful 
footwear. Good advertising, plus smart 
promotion, can make it a profit month for 
every shoe store selling the types of foot- 
wear that the younger generation will need 
and buy. 


Next week we tell the story of how a 
progressive Texas store plans its college 
shoe promotions to make a distinct appeal 
to this important class of prospective cus- 
tomers. Also a very significant story on 
merchandising children's shoes. Every shoe 
man can get a practical idea or two from 
these articles, timed for the month when 
we're all thinking in terms of shoes for 
school and college. 


September is a logical time, too, to think 
of slippers and how to merchandise them 
profitably through the Fall and Winter 
months. We'll have an interesting follow- 
up on our recent men's slipper survey, giv- 
ing you a complete and accurate picture 
of the slipper style situation for Fall. 
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spOTLIGHT OF Fa 
WF For FALL V0 


...and In-Stock— 


The growing demand for the extreme widths and _ tional magazine advertising for the Fall season 
sizes in shoes of popular, approved styles is and have already established their popularity in 
making the services of a large central Stock advance sales. 
Department of increasing importance to dealers. posters who are able to meet the consumer de- 
mand for highly acceptable patterns in the com- 
eee range ae clans and widths through the 
acility of the manufacturer’s floor stock, are in 
osition to secure extra sales and additional prof- 
its from an active Fall business. Now is a good 
These shoes will all be featured in Vitality’s na- time to check your needs. 


VITALITY SHOE COMPANY . ST.LOUIS 


Branch of International Shoe Co. 


Representative of our comprehensive In-Stock line- 
up, the models shown here are only a few of the 
many beautiful patterns carried in an unusually 
broad range of widths and sizes. 













VILMA ROBERTA 


° MARILYN 


SYLVIA BIANCA 













WOMEN’S MEN’S BOYS’ CHILDREN’S 
AAAA to EEE AAA to G AtoE Complete Widths 
* Sizes 2to 11 Sizes 5 to 14 Sizes 1 to 6 and sizes R 
$6 and $6.75 $5 and $6 $4 and $4.50 ea 


Vitality Growing Girls’ and Thrift Grade Shoes for W. . ++ $5.00 
ity g r Women CODE 


Nationally Advertised in VOGUE e LADIES’ HOME JOURNAL @ McCALL'S e PHOTOPLAY © GOOD HOUSEKEEPING 


4, - 
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The 
BALL-BAND SALESMAN 


on his way to see you 


Give the Ball-Band salesman a hearty wel- 
come! He's on his way to show you the new Can- 
vas footwear—new styles—new ideas—that are 
sure to help you make more customers—more 
sales—more profits. Things have been happen- 
ing in our Canvas footwear department since 
you last saw him. It will pay you to wait and look 
his line over. It is up to date on every important 
development. 

And—best of all—our salesman brings to 
you and your customers the same old reliable 


IT PAYS TO BUY THE BEST . . . 


Ball-Band quality, more in demand today than 
at any other time in Ball-Band's 46-year history. 


Talk with him, too, about making this fall and 
winter a really profitable rubber footwear sea- 
son. Yes, your Ball-Band salesman is on the way 
—but if you want the latest facts about the 


Ball-Band line at once—write us. 


Mishawaka Rubber & Woolen Mfg. Co. 
280 Water St., Mishawaka, Indiana 


IT PAYS TO SELL THE BEST 
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BE THE FIRST TO 





STOCK No. 912 
Black Trebark and Calf Trim 


STOCK No. 913 
Brown Trebark and Calf Trim. 
286 Last—-16/8 Leather Heel. 
AAAA—6 to9 A—4 to9 
AAA —5 to9 B—3% tod 
AA —4% t09 CH to8 


Our best selling 
welt styles 











$450 


CARLISLE SHOE CO. 
Suite 714-16-18-20 Marbridge Bldg. 
47 WEST 34th STREET 


IN STOCK | Newyork, MY. 

















than 





story. 
| F STOCK * oe ei 
Brown Sueded raz ‘a 
an = STOCK No. 915 
Heel Se ee ee t ae ee r All Cree Dora Ret hat wae 
- s 4 Y : 223 Last 3/8 Leather Heel. 
sea AAA 5 33 33% to 9 ~~ . i AAA—3 | to¥ ‘ 4 tod 
-* = at ee : fee AA —4% to 9 3—3%% to 8 
way . sedis : 2 C--3% to 7% 
+ the 
. 


STOCK No. 916 
STOCK No. 914 STOCK No. 91! B nan ee 
Jalf Trim All Over Dark Brown Boarded Calf Brown Sueded Brazil and Ca m 
Bree ee Liche ned 286 Last—16/8 Leather Heei 223 Last—13/8 Leather Heel 
to 9 A—4 to9 AAAA—6 to 9 A—4 to 9 AAA—5 to 9 A—4 to 9 
B—3% to 9 AAA —5 to9 B—3% to 9 AA —4% to 9 B—-3% to 8 
c—4 to 8 AA “—4% to 9 c—4 to 8 C—3% to 7% 


SEPTEMBER 15th DELIVERY 


TERMS: 5% 30 DAYS F.0.B. CARLISLE, PA. 
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“ie = ex of BLACK MAGIC 
LL MILLER 


Smart styling—unquestionable quality—and I. Miller—have become synony- 
mous in shoe circles. 


That a house of this standing selects Colonial Patent is high recommendation 
for its working qualities, wearing qualities, and an all around superiority 
which has placed it in the front rank of fine patent leathers. 


COLONIAL PATERT 


COLONIAL TANNING comPpnany 
BOSTON -MsSS- 





“ATen® 
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Aw 
. CHAM on the Ducks 


\t (82 


f but PRAISE be a 


at. 
a= <= “Toes front! Walk like a pigeon, not 
a ge ee a wu" 
eee { like a duck,” advises 
NA ANDREW R. BOONE, in an article 
arn Son eae in the American Magazine. August issue. 








Your Women Customers Are Reading Articles Every Month in Leading 
Magazines and Newspapers Urging Them to Walk With Their Toes 
Pointed Straight Ahead. ; 


The following excerpt is from Mr. Boone's 


article titled, WATCH YOUR STEP 


‘ . . 

' Toes front. Walk like a pigeon, not like a duck; 
that is, with toes pointing straight ahead or even slightly 
toward each other. 


“Practice walking with your back to the wall. That is, 
back up against a wall, touching it with head, shoulders, 
buttocks, calves and heels. Then walk away, pretending 
the wall is still behind you.” 





Every time a nationally prominent health or beauty 
authority urges women readers to walk with their toes 
pointed straight ahead it helps to create additional 
sales for Browntit Tread Straight Shoes. 





In name, construction and advertising these shoes are Brown bilt 
linked with the growing tread straight movement. > ae 
When an outstanding line of shoes receives the added ~o? Shoes” 
impetus of widespread editorial publicity that influ- for Women 


ences millions of women, it follows naturally that 
sales move ahead at a rapid pace. 


@ The Tread Straight Franchise Increases In 
Value to the Retailer, Season After Season! 


Prwowrs Dros GowsQainng, St. Louis © Also manufacturers of Brownbilt Tread Straight Shoes 


for men and Buster Brown Tread Straight shoes for boys and girls. 
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MAKE HER 
SCHOOL HOURS 


HOURS OF COMFORT 


Cexastic provides the shoe of the school 
girl with the same muscle-relaxing toe com- 
fort that she enjoyed in her comfortable sport 
shoes during vacation hours—a comfort that 
will keep her mind on her studies. There are 
no loose linings to hurt the toes, for this fusing 
box insures a smooth, wrinkle-proof toe. Since 
the Junior Miss insists upon the same details 
that give comfort and style to adult footwear 
be sure her shoes are equipped with Celastic 
—The Quality Box Toe. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


THE QUALITY 
BOX TOE 


U/C 
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RIGHT for the CUSTOMER 


Whether or not he knows it, it’s finish that 
sells shoes to the customer. The shoes he 
buys are those with natural lustre and 
sales-compelling eye-appeal . . . Manufac- 
turers who use the B. B. System of Finish- 
ing Upper Leathers are doing their part 


towards making things easier for you at 


THE B. B. 





the point of sale. They pay more for this 
superior finish which increases the salabil- 
ity of shoes in every price class. Do the 
shoes you sell have this added appeal 
which helps to clinch every doubtful 
Boston Blacking & 


6) 6s ae ws 


Chemical Co., Cambridge, Massachusetts. 


SYSTEM 


OF FINISHING UPPER LEATHERS IN SHOE FACTORIES ¥% 
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STOCKED 


Style 222—Black Calf; French Last. 
% Rubber Heel. A 7 to 11; B 6 to 
19; GC 6 te 13: DS S011 ...... 000 bared 
Style 243—Same last in Blucher 2.60 


Style 230—Black Calf, Tuxedo Last. 
\% Rubber Heel. A and B 7 to 11; 
C€6 te 18: Dt te 11... 


Style 226—Black Calf, Gotham Last. 
9/8 lea. heel. A 8 to 11; B 7 to 11; 
OF 0 113 D6 00 2) oc 00550 ce 
Style 234—Black Calf, Bristol Last. 
% Rubber Heel. A 7 to 11; B, C, 
m6 $0 2d 20.00 veegnee 
Style 242—Black Calf, Baron Last. 
\% Rubber Heel. A 7 to 12; B,C, 
D6to12.. 


THEY WILL WEAR 
ANY PRICE YOU ASK 
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DISCRIMINATING MANKIND » SELECTS 


Your men customers are the last to be served 
out of the Family Budget. These loyal Fathers 
and Brothers take the ‘leavings’ with little com- 
plaint, and make them go as far as they can. 


Therefore, wear becomes an important factor 
with all mankind today! And, when Mr. Man 
doesn’t get quality-wear at your store that satis- 
fies his expectancy, again he doesn’t complain 
much but seeks another store in his quest for 
real $ for $ wear. 


TEEPLE ‘MANKIND’ Quality will please this 
searching Gentleman, not only from a wear 
standpoint but for fit and appearance, equal 
we believe to many $5.00 shoes being offered 
today. 


See for yourself, by sampling a Case of 
Quality today, backed by an efficient stock 
department. 


ON EVERY PAIS 


TEEPLE 


WA UP UN 
wiscoOn = s iN 
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